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We have something to offer in the way 


of a general agency that is very attractive 
to find with an old, conservative life com- 
pany. It will pay anyone interested to in- 


vestigate. All communications confidential. 
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OF GALVESTON, TEXAS 
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FINANCIAL STATEMENT 


DECEMBER 31, 1921 


ADMITTED ASSETS 
$896,517.61 
4,108,612.42 
1,000.00 
1,198,944.47 
3, 536, 822.42 
1, 468, "077.37 
tificates of Deposit 6,908. 28 
nterest Due and Accrued 237, ‘661.04 
Deferr 221, ‘999.86 
498.05 
$11,672,936.92 


LIABILITIES 


iNet Reserve, American Experience $9,261,807.63 
(3 and 344 Per Cent) 
special and Contingent Reserves 204,251.00 
Reserves for Death Losses in snot of Adjustment or Adjusted 
and Unpaid 105,608.25 
129,129.51 
158,244.72 


F 252. 
MBs ccscccccccccccccccccccccccccccececees 1,070,643.81 


Surplus to Policyholders 1,813,895.81 
TOTAL LIABILITIES $11,672,936.92 


‘DINARY AND INDUSTRIAL LIFE INSURANCE IN FORCE 
$157,699,773.00 


Operates In Nineteen States and the Republic of Cuba 
“ANCHOR TO THE ANICO” 


10 C— 20 





WHEN THE MIDNIGHT 





Life and Accident Insurance Co. 


Life Health, Accident andFAutomobile Liability 








FLYER 


Goes roaring down the line, doesn’t the 
power and sweep of it give you a thrill 
clear down to your toes? Haven’t you 
often wondered how so terrific a force can 
be controlled and directed day after day 
with safety to passengers and crew? 


Organization makes it possible—every 
man doing the right thing at the right 
time. 


Agents of the Provident have behind 
them the same kind of organization. 
Everybody in it is keyed to the one purpose 
of giving the field force a clear track for 
selling policies of. unusual appeal. 


Let Us Provide the Way—for a record run 
in 1923. 


THE PROVIDENT 


OF CHATTANOOGA, TENNESSEE 
Established 1887 


operating in 20 States. 
PREMIUM GOAL FOR 1923, $2,500,000 
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Perfect Protection Opportunities 


Strong men seldom appreciate the need of life insurance until it is properly brought to their ” 
attention. A wave of the hand and great wheels begin to turn for them. A finger on a button 4% 
and men spring to do their bidding. In factory or office, in industry or finance men scorn the 7 
need of protection. The lesson of life insurance must be driven home to them. Never is it sought 7 
over the counter, but always it must be sold. And because it takes big strong men to meet other” 


big strong men, life insurance presents big opportunities. 


No so many years ago the life insurance business was considered a place for the derelicts of 4 
other businesses: men fit for nothing else could eke out a living peddling policies to their friends, 3 
But to-day the business of life insurance looks for successful men of affairs. The life insurance 7 
agent of this day and age must be a man of vision. He must be a fighter. He needs brains. He | 
must have resource, wisdom and wit. He must be tactful and well-mannered. And surely he must | 
be a well-dressed and polished man of the world. In fact he must have every qualification neces- 7 
sary to a big business executive. To such men the business of selling life insurance does indeed | 
offer wonderful opportunities. For such men there is no business offering greater independence = 


and larger income than life insurance. 


To such men the Perfect Protection offered by the Reliance Life Insurance Company of Pitts- 4 
burgh, Pa., only adds to the possibilities which already stretch before them. Perfect Protection 7 
to them means easier sales and better satisfied clients. It means a larger field of prospects, it} 
means less objections to be overcome. All this because the Perfect Protection Policy has beet] 
developed with the greatest care to give its holders protection at every possible point. Perfect} 
Protection policies give to their owners the peace of mind that comes from the absolute know, | 


ledge that every contingency is provided for. 


These advantages are for every man to seek. A word to the company will bring you com 
plete information. “Tf the business of life insurance offers great opportunities, and it does, add to; 
those opportunities a connection with the Reliance Life. 


The RELIANCE LIFE INSURANCE COMPANY: 


of PITTSBURGH, PENNA. 














at 185 William Street, New York, N. Y. Entered as second-class matter June m1 i 
~ gt the Postoffice, N ie inet T » uuder the act of March 8, 1879. Tur PECTATOR, Volume CX, Number I, January 4, 1928; $4.00 per annum. J 
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YEAR OF MARINE INSURANCE REVIEWED 
Great Need of Reform in Present Method of Issuing Bills of Lading 


LTHOUGH conditions in the marine insur- 

ance market improved silghtly during 1922 

as compared with the disastrous experi- 

la ences of the previous year, it will probably 


Paras 
DN At = 


been substantially reduced and that cargoes, both inwards and 


(5 


duction in the total volume of premiums 
recorded. This situation is due mainly to 
the fact that the values of all vessels have 


Hf be found that there will be some slight re- 
“ 


outwards, have shrunk both in size and value. The amount of 
premiums coming into the marine insurance market has corre- 
spondingly decreased. 

As regards hull insurance, both American and British un- 
derwriters have had to face unprecedented competition for 
business. New York, however, has had the advantage of co- 
hesion and consequently underwriters in the United States 
seem not to have gone so far as London has in the matter of 
reductions in values and rates. New York generally followed 
competition down to what, judged by past experience, seems 
to be “cost” and then retired. Incidentally, the American 
marine insurance syndicates continue to function harmoniously 
and satisfactorily and their balance sheets show a Creditable 
profit. 

In the opinion of William I1. McGee, the well-known author- 
ity on American marine insurance, there are unmistakable in- 
dications of an improvement in many of the-conditions which 
pertain to the business. The delay in arrival of the good times 
promised has, in the United States as in all the other great mar- 
kets, been contributed to by a lack of courage on the part of 
underwriters to deal with things as they are and to take the 
steps which must be taken by those whose duty it is to lead 


Mr. McGee looks to Great 
Britain to take the lead and declares that until London shows 
courage to attack bad practices, to stop writing at unremunera- 
tive rates, little permanent improvement in the present un- 
It should 
not be overlooked that the major proportion of the marine 
premiums in the American markets still goes to British com- 
panies and that this places a responsibility on them for action. 

While much has been accomplished toward the framing of a 
bill of lading which standardizes the rights and liabilities of. 
shippers and ship-owners, nothing has been done with regard 
to the various parties in cases where ship-owners refuse to 


before matters can be put right. 


happy condition of the business can be expected. 


issue a clean bill of lading except in exchange for a letter of 
indemnity. Pointing out that this lack of discussion is, very 
regrettable, since the practice is an aid to fraud and my secret 
reservation with regard to the terms of the bill of lading is a 
matter of much concern to those people who regard a clean 
bill of lading as evidence that the goods were shipped in good 
order and condition, Fairplay says: “Regarded from an un- 
derwriting point of view there can only be one solution to the 
problem,.which is that a ship-owner should be compelled to 
issue a truthful bill of lading, and, if the condition of the 
goods warrants the insertion of a special note, the ship-owners’ 
only protection should be the claused bill of lading and not 
a letter of indemnity given by the shipper as the consideration 
for the issue of a clean bill. Unfortunately, however, ship- 
owners are largely responsible for bringing about a situation 
where indemnities are freely offered. In their anxiety to es- 
cape every possible liability they have made a practice of re- 


fusing to issue clean bills of lading whenever the slightest ex- 
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cuse offers; and there is no doubt that in many 
instances shippers have a legitimate grievance 
and feel that they can safely give an indem- 
nity, because, despite the objections, the ship- 
ment is in a perfect condition for the intended 
voyage.” 


NATIONAL BOARD GIVES DINNER 


Fire Prevention and Engineering Standards 
Committee Ends Conference 

The fire prevention and engineering standards 
committee of the National Board of Fire Un- 
derwriters held a dinner and theater party on 
Thursday evening of last week which marked 
the end of a three-day conference. The meet- 
ings which had been held during that time were 
attended by the members of the staff who had 
been called in from their posts for the annual 
discussion of their every-day problems, and it 
was felt that a dinner and theater party would 
prove the fitting end to a successful gathering. 
Department heads and other members of the 
board were present at the dinner, which took 
place at the Aldine Club, under the toastmaster- 
ship of Engineer Arthur F. Ballou, who in- 
troduced the various speakers. Among those 
who delivered short addresses were: Chief 
Engineer George W. Booth, Dr. Ira H. Wool- 
son and General Manager W. E. Mallalieu. 

Following the speeches, which were curtailed 
in order that the diners might get away early 
in the evening, all those present departed in a 
body to attend the Ziegfeld Follies. 





N. A. I. A. GREETS AGENTS 


President James L. Case Reviews the 
Year’s Work and Predicts Future 
Success 
In a letter conveying the greetings of the 
season to insurance agents who are members 
of the National Association of Insurance Agents, 
President James L. Case points out the great 
work done by the organization during the past 
year and assures the members that there is 
every opportunity for further success in the 
coming months. Particularly in the matter of 
casualty acquisition costs has the association 
been of invaluable service to the State officials 
and commissioners, and in addition to assist- 
ance the association has been able to lead 
others; it has also succeeded in placing itself 


upon a firm financial footing. The efforts of 
the Secretary-Treasurer Walter H. Bennett are 
commented upon by President Case, who ignores 
the fact that he himself was publicly com- 
plimented by Commissioner Stoddard of New 
York for his work on the casualty acquisition 
cost plan during the recent insurance commis- 
sioners’ convention at the Hotel Astor. 


R. G. Paine Enters Brokerage Business 

Robert G. Paine, heretofore managing un- 
derwriter of the automobile department of the 
Globe and Rutgers, the Pacific Fire and the 
Bankers and Shippers of New York, and the 
New Jersey Fire of Newark, in New York, 
has resigned from January I to become an exec- 
utive officer in an insurance brokerage or- 
ganization. 


WOMAN INSURANCE COMMISSIONER 
IN NEBRASKA 


Bruce Young Retires and Mrs. J. D. 
Fairchild Accepts Position 


On the request of Governor-elect Bryan of 
Nebraska, Mrs. J. D. Fairchild has become act- 
ing Insurance Commissioner of that State fol- 
lowing the retirement of Bruce Young, former 
commissioner, who has gone into the actuarial 
field in Omaha. 

Mrs. Fairchild is thoroughly competent to 
carry out the duties of her new office, since 
she has been in the insurance department for 
nine years and is familiar with nearly all of 
the 300 companies doing business in the State. 


DEVELOPMENTS IN MISSOURI RATE 
SUIT 


Fight Over Appointment of Commissioners 
for Taking Testimony 

St. Louts, Mo., December 29.—Judge John 
G. Slate, who goes out of office January 1, 
Thursday, at Jefferson City, adjourned court 
in Cole county without passing upon a motion 
filed by John S. Leahy of St. Louis and other 
attorneys for 149 fire insurance companies to 
set aside the appointment of Lewis Hord Cook 
of Jefferson City and Leslie B. Hutchinson of 
Vienna as special commissioners to take testi- 
mony in the injunction proceedings brought by 
the fire companies against Insurance Superin- 
tendent Ben C. Hyde, restraining him from 
putting into effect a reduction of Io per cent 
in fire rates. 

Former Attorney General John T. Barker 
and Floyd Jacobs of Kansas City for the in- 
surance commissioners and Attorney General 
Barrett, representing the State, had agreed with 
Mr. Leahy and W. S. Hogsett of Kansas City, 
attorneys for the fire companies, upon the ap- 
pointment of former Supreme Judge John L. 
Williamson of Kansas City. 

Under a Missouri statute, the attorneys have 
authority to suggest a referee, but Judge Slate 
refused to make the appointment of Mr. Wil- 
liamson on the ground that he was not a resi- 
dent of the Jefferson City judicial district. 

The commissioners in these will re- 
ceive fees estimated at from $5000 to $10,000 
for their services. 

Attorneys also filed a motion for change of 
venue and another for the appointment of 
Henry F. Westhues, who succeeds Slate, as 
special judge to pass upon the motion. Slate 
adjourned court, however, and the whole sub- 
ject, so far as he was concerned, ended there. 

What further steps will be taken has not 
developed. 


cases 


and Lighting Bureau 


Election 


Central Traction 

At the annual meeting, Tuesday, of the Cen- 
tral Traction and Lighting Bureau, officers 
were elected as follows: President, H. A. 
Smith, Hartford; vice-president. Ralph B. Ives, 
Chicago; treasurer, C. G. Smith, New York; 
secretary, Elliott Middleton, New York; West- 
ern secretary, F. B. Hatch, Chicago. 


CASUALTY CLUB ELECTS 


Alonzo Gore Oakley Heads New York 
Club 








J. S. TURN HAS SUCCESSFUL 
ADMINISTRATION 





Christmas Party One of Real Joy and 
Merrymaking for Large Crowd 
Alonzo Gore Oakley, resident manager of the 
United States Fidelity and Guaranty Company, 
was elected president of the Casualty and 


Surety Club of New York at the annual meet. & 


ing of that organization last Thursday evening. 
This meeting took the form of a Christmas 
party and an exceptionally large portion of the 
membership of the club turned out to enjoy 
the festivities. 

Other officers elected were: W. G. Falconer, 
president of the Phoenix Indemnity Company, 
first vice-president; E. A. St. John, president 
of the American Surety Company, second vice- 
president; E. J. Roland, secretary-treasurer: 
John S. Turn, Richard Deming, M. E. Jewett, 
James Garrett and James Madigan were elected 
to the executive committee. 


The report of the secretary-treasurer, George § 
A. Reaney, showed a membership of over 500 © 
and a balance in the treasury of over $500. The © 


club has now an annual income of well over 
$5000. 


staged. A male chorus of members proved a 
feature and a flock of Santa Claus provideda 
great deal of amusement. Bg 


Governor Smith on Workmen’s 
Compensation 


In the course of his message delivered yester- 
day to the Legislature of New York State, 
Governor Smith spoke upon labor and work- 
men’s compensation in part as follows: 


We have boasted, and rightfully so, that this 
State has, in all probability, the most et- 
lightened labor code in the United States. To 
the Labor Department we have committed the 
enforcement of it, but the best labor code is 
useless to the State unless adequate provision 
is made for its administration. It will be my 
policy to have this great department of the F 
State government administered with the max 
mum of efficiency and usefulness. 

The Workmens Compensation Law imposes é 
quasi-judicial function on the department, and 
it should be impartially administered. Delay 
defeats the ends of justice; prompt payment o! 
claims to injured workmen is a necessity. More 
equitable compensation should be granted. 
There should also be a reduction of the not 
compensated waiting period after accident j 
There should be removed from the law aly § 
existing provision that makes possible or te 7 
sults in direct settlements of any kind betwee! § 
injured men and women and insurance compa © 
nies. This is indefensible in view of the history § 
of this act, and never results in anything but 
loss to the injured man or woman. 4 

He also advocated that the State should take y 
advantage of the Federal appropriation to pf & 
mote the welfare and hygiene of maternity and a 
infancy, as New York State pays a large pit & 
portion of the Federal tax. 
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Dinner was served at six-thirty and, follow. © 
ing the business session, which was short, an | 
excellent entertainment, mostly musical, was © 
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THE SPECTATOR 


Tur Spectator, established in 1868, is a weekly 
journal devoted to promoting the best interests of 
trustworthy insurance of all kinds. The subscription 
price for the United States, Canada and Mexico is 
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ON INSTITUTIONAL ADVERTISING 


NSTITUTIONAL advertising has in- 
| creased sales for many a manufacturer 
of tangible commodities. Unusual ex- 
periences of the past few years have con- 
vinced many merchant executives that 
pooling funds and ideas for advertising 
a uniform product has brought better re- 
turns, per dollar appropriated, than was 
possible through the pushing of a single 
brand. 

Outside the field of tangible articles, 
advertising has 
In life in- 


however, institutional 
been less generally effective. 
surance, for example, it has been vari- 
able, in specific instances difficult of 
adaptation. The Canadian companies’ 
recent newspaper campaign of institu- 
tional advertising has been called success- 
ful, though it is obviously difficult, if not 
impossible, to trace direct results from 
The Red Letter Ser- 


vice Company's flash in the pan was, on 


such advertising. 


the other hand, a notable case illustrat- 
ing some normal difficulties of adapta- 
tion. Unfortunately, the question of 
feasibility, so vital to the project, was 
ignored. The course followed appeared 
to be that of the artful dodger. But no 
live news editor could be fooled. His 


reaction came four ways and lightning- 
quick. Tersely he criticized about as fol- 
lows: “You're trying to foist gratuitous 
advertising into my news columns. Life 
insurance so vitally affects the public’s 
daily life that by dressing up the salient 
facts to make them nicely readable, you 


think you can use the press to campaign 
You 


Pay for it as you go. 


can’t! Buy your 


That’s the 


institutionally. 
space. 
only answer.” 

William Alexander, in Ture Srecrator 
of December 28, clearly acknowledges 
the benefits of institutional advertising in 
commercial fields, and even credits its 
potentialities for life insurance, saying, 
“If all the legal reserve companies would 
unite in a gigantic advertising campaign 
But,” 


and here he cites a point of especial im- 


in the newspapers, it would pay. 


portance at present, “in my opinion, half- 
measures would be futile.” 

Of course, as a life insurance official 
of intelligence and experience, Mr. Alex- 
ander is constructive. He does not sim- 
ply preclude the present use of institu- 
tional advertising for insurance, but he 
suggests that education of the companies 
is a necessary precedent to sound, result- 
getting, institutional advertising for the 
insurance business. 

But already Tur Specrator alone is- 
sues, for the use of the insurance fra- 
ternity and the education of the public, 
several million copies of insurance pub- 
lications, annually. Where, at large in- 
dividual cost, institutional advertising is, 
at best, only hit or miss with the public, 
the educational publication, at compara- 
tively insignificant cost, and so diversi- 
fied as to be obtainable on almost any 
subject, goes straight to its mark—the 
selected prospect. All it needs is full 
appreciation of its content value and sim- 
ple knowledge of how to handle it as a 
piece of productive advertising matter. 
Is this not proved by the fact that a 
prominent Western company has recently 

within the past month—officially ad- 
vised its agents that actual results show 
that following the use of the Nash Sys- 
tem of prospect circularization, put out 
by THe Spectator, 25 per cent of the 
prospects seen will be closed? 

Adroitly used, the educational leaflet 
is a power. For example, the case of one 
of the best selling leaflets issued by THE 
SPECTATOR illustrates, in a brilliant way, 
the magnitude of the possibilities in this 
type of service. The facts are these: A 
prominent, well-to-do Southern gentle- 
man, upon leaving his golf club one 
afternoon recently, remarked to his in- 
surance friend: “I am thinking of mak- 


5 


Editorial 








ing my will, and am going to my attor- 
ney tomorrow to discuss it.” “Let me as- 
sist you,” suggested his friend. “How’s 
that ?” 
“T need a lawyer for that, not an insur- 


came the response, in surprise, 


oe 


ance man.” “Naturally you think so, but 


> 


just read this,’ urged the wide-awake 
insurance friend, handing him an attrac- 
tive leaflet entitled The Cost of Dying. 
What did this 
educational advertising do? It brought 
an urgent invitation to the agent to at- 


tend the conference with the attorney 


As a favor he read it. 


the following day, where the capitalist 
gratefully thanked him as follows: “The 
information in that leaflet is invaluable 
now see that I must have at 
least fifty thousand dollars of insurance. 
Perhaps I shall take seventy thousand, 
when we have discussed the will in de- 


to me. I 


tail and know my exact needs in the mat- 
ter.” 

While institutional advertising is deal- 
ing out rewards in commercial quarters 
and has, as pronounced by Mr. Alexan- 
der, beneficial possibilities when all the 
companies are ready to unite in one great 
movement, educational advertising, un- 
biased, impartial and diversified to suit 
the individual need, is available to every 
company or individual desiring to place 
insurance facts attractively before the 
people. The initially small cost of such 
advertising is often rendered negligible 
by the unusually large returns on it. 
When the educational publication is nicely 
planted its yield is manifold; especially 
when a series of publications is mailed 
periodically to a chosen list of prospects, 
and intelligently followed up. 

[s it not obvious that educational ad- 
vertising is already greatly multiplying 
the benefits of insurance, being thor- 
oughly adaptable and universally profit- 
able to those who use it systematically, 
according to well worked-out plans? 
There are, moreover, still other very 
salient facts with which to press the 
cause of educational advertising. 

Several conclusions gleaned from the 
experience which THE SpEcTATor has had 
with the distribution of its insurance 
literature, of the kind fittingly to sup- 
plant much costly, company printed mat- 
ter, positively prove the superior effec- 
tiveness of educational advertising, which, 
while being highly authoritative, is also 
unbiased, impartial and independent, over 
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“Three Wise Men 
of Gotham” 


These wise men went to sea in a bow]; so you 
see that Mother Goose was sarcastic when she 
called them wise. If you doubt it, remember that 
she tells you that, “if the bowl had been stronger, 


the story would have been longer.” 


Fair weather sometimes tempts us to do silly 
things. The sea may have seemed so safe to these 
men, simply because it happened to be smooth just 
then, that they ventured upon it in a bowl. But 
they didn’t get very far, because the story ends im- 


mediately after they sailed in this reckless way. 


Other people undertake things as silly as this 
voyage of the Three Men of Gotham every day. 


They live as if the weather would always be fair. 
They make no provisions for the days when the 


tempests come and the waves roll high, tempests 
that swallow women and children as well as men. 
Yet we all know that such days come; so sensible 
people prepare for them. There is nothing that 
makes for safety more than Life Insurance. It is 
a sheet anchor, holding families off the rocks when 
the weather is bad. 


The Prudential 


Insurance Company of America 


STRENGTH OF? 


~anil EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 














that which is aimed to reflect the merits 
of a single company. Both agents and 
public alike accept THE SPECTATOR’s edu- 
cative publications as authoritative, be- 
cause they are not issued in the interest 
of any particular company. The inter- 
ested public invariably accepts and is 
most favorably impressed and influenced 
by authentic and independent reports and 
publications, in passing on the merits of 
an insurance company, plan or policy. 
The public, in the long run, will put more 
faith in the concern that is approved by 
those who give judgment from a well-in- 
formed, but impartial or non-interested 
standpoint. Many progressive compa- 
nies are now having requisite educational 
advertising, for the use of agents, sup- 
plied solely, or largely, by independent 
authorities. An important feature of 
Tue Specraror’s business for 55 years 
has been the preparation and distribu- 
tion of insurance educative literature to 
the highest degree authoritative, unbiased, 
impartial and independent. 





A S to the general results of the year 
just closed, it is too early to have 
any definite figures or information con- 
cerning the different classes of insur- 
ance. It turned cut to be a better year 
for life insurance than had been expected 
in the early months of 1922, and it is 
believed that the record of new business 
for 1922 will be considerably in excess 
of that for 1921, though, perhaps, not 
up to the high point reached in 1920, An 
underwriting profit is not expected to be 
shown in connection with the fire insur- 
ance business, but the higher level of 
security values at the end of 1922, as 
compared with those at the end of the 
preceding year, will doubtless aid mate- 
rially in improving surplus funds as of 
the end of last year. 

Prudential Increases Ordinary Annual 

Dividends 

The Prudential of Newark in a letter to the 
field force by President Duffield has made an 
announcement regarding its ordinary annual 
dividends. It is stated that the regular ordi- 
nary dividends for 1923 will be on the same 
basis as for 1922, and that in addition there 
will also be paid on policy anniversaries dur- 
ing the fiscal year, beginning March 1, 1923, 
and ending February 29, 1924, an additional and 
special dividend equal to 25 per cent of the 
regular dividend on the 1923 basis on all an- 
nual dividend policies issued prior to 1922. 
Group and wholesale insurance is excepted. 
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ACCOMPLISHES MUTUALI= 
ZATION 


Provident Life and Trust Division 
Now in Effect 


NEW POLICY FORMS 


Changes in Form and Diction to Make for 
Greater Simplicity—Interest on 
Dividends Increased 


The mutualization of the Provident is now 
completed. On December 29, 1922, the Provi- 
dent Life and Trust Company of Philadelphia, 
having completely divested itself of its trust 
business and become a purely mutual life in- 
surance company, received the proper legal 
authorization to style itself the Provident 
Mutual Life Insurance Company of Philadel- 
phia. The original company, chartered in 1865, 
thus preserves, unbroken, its continuous cor- 
porate existence. 

The Provident Mutual will maintain the same 
sound underwriting practice which has always 
characterized it. In the transaction of its life 
insurance business, the 
especially distinguished for four things: 

1. The large proportion of long endowments 
written, through a realization of the advantage 
gained by having the policy protect not only 
the family of the breadwinner, if he die prem- 
aturely, but should he survive the long en- 
dowment period. The total and permanent 
disability clause completes the circle of pro- 


company has * been 


tection. 

2. An exceedingly low mortality. 

3. Econcmy of management. 

4. The maintenance of a high standard of 
character and ability for its agency force, 
through the realization that the responsibility 
resting upon the representative in the field 
should measure up to the responsibility resting 
upon the heme office management of the com- 
pany. 

Tt has heen pointed out that the word 
“provident” has the basic signification of “for- 
ward looking.” The Provident Mutual will 
be a “forward looking” company, striving to 
deserve its reputation in the past, and recog- 
nizing that th's cannot be accomplished with- 
out a constant process of evolution to keep 
abreast of the remarkable development of life 
insurance throughout the country. 


New Portcy Forms 

Coincident with its mutualization, the Provi- 
dent Mutual issued an entirely new set of policy 
forms, which are standards of simplicity and 
clearness in diction, arrangement and form. 
Among the many improvements and changes 
made may he noted the following as of major 
importance : 

1. Physically, the policy ts made more con- 
venient in size and attractive in appearance 
hy binding the separate pages together in 
This permits a neater and 
riders, 


documentary form. 
more efficient method of 
amendments and photographic copy of the ap- 
plication, besides making the policy smaller 
Unnecessary technical phrase- 


handling 


and less bulky. 


ology is eliminated by considerably shortening 
and changing the provisions. 

2. The cash and loan value is now equal to 
the full reserve at the end of the sixth policy 
year. There will be a surrender charge of $15, 
$12 and $8 per $1000 at the end of the 2d, 3d, 
4th and 5th years respectively. 

3. All Extended Term and Pure Endow- 
ment insurance has been made participating. 

4. Considerably more leeway is given the 
insured in dealing with certain benefits under 
the policy without the necessity of obta‘ning 
the signature of the beneficiary. 

5. The guaranteed rate of interest on div- 
idends left to accumulate in the new policies 
is 3% per cent. Previous policies called for a 
rate of 3 per cent. 

6. No interest will be charged on overdue 
premiums during the period of grace. 

7. The reinstatement privilege has been in- 
creased from three to five years. 

8. Improvements in the Optional Methods of 
Settlement have been made as follows: 

(a) Guaranteed interest rate increased to 
314 per cent. 

(b) All options on a monthly payment 
basis. 

(c) New and attractive Option 2, provid- 
ing for payment of monthly income of fired 
amount until proceeds of policy, with interest, 
are exhausted. 

(d) Option 4, providing for life income 
without installments certain, as well as with 
120, 180 or 240 monthly installments certain, 
contains tables for male and female payees 
separately. The increase in the guaranteed 

interest rate to 31% per cent, together with 
the use of a more favorable basis to deter- 


mine the deferred annuity portion of the ° 


option, makes the return to the payee more 

attractive in practically all important cases. 

9. A new and simplified method of issuing 
monthly income policies. 


OTHER CHANGES 


Another change is that the maximum amount 
of insurance issued by the company on male 
lives has been increased to $100,coo from ages 
30 to 50 inclusive. 

The application forms of. the company have 
been entirely revised and much improved in 
size and convenience. A new rate book is in 
course of preparation. 

The Provident Mutual enters upon the year 
1923 with a dividend scale showing an increase 
over that declared by the company for the year 
1922, 


METROPOLITAN LIFE APPOINT- 
MENTS 


L. E. Fackner, Deputy Comptroller and 
H. R. Brassford, Assistant Actuary 
Haley Fiske, president of the Metropol'tan 
Life Insurance, has announced two new ap- 
pointments to the official staff of the company. 
Leonard E. Fackner has been advanced to the 
office of deputy comptroller and Horace E. 
Brassford to the position of assistant actuary. 
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ROYAL UNION BUYS 


Purchases Former Home of Central 
Life Assurance 


PAYS $600,000 FOR BUILDING 
Central Life Will Move to New Insurance 
Exchange as Soon as Possible 
Des Mornrs, Dec. 30—The Royal Union 
Mutual Life Insurance Company of Des 
Moines has completed the purchase of the 
United Bank building at the southwest corner 
of Seventh street and Grand avenue, and will 
occupy it about the first of June. The company 

paid $¢00,cco0 for the structure. 

The building was formerly owned by the 
Central Life Assurance. This company, how- 
ever, will move into the new Insurance Ex- 
change as soon is its president, George E. 
Peak, completes the latter. 

The Royal Union is now located on the 
eleventh floor of the Hippee building. Presi- 
dent Frank D. Jackson, ex-governor of Iowa, 
who announced the purchase of the new home, 
said that an option was taken on the building 
last summer. The consent of the officers for 
the completion of the deal was obtained last 
week. The United States bank will continue 
to occupy the lower floor, while the floors 
above will be occupied by offices, with the 
Royal Union Life taking over the seventh and 
eighth floors. The building will be known 
hereafter as the Royal Life Building, Presi- 
dent Jackson announced. 





RESERVE LOAN CAPITAL INCREASE 
Life Cempany Announces Stock Dividend 
of 100 Per Cent 
INDIANAPOLIS, Ind., Dec. 29.—Directors of 
the Reserve Loan Life Insurance Company have 
declared a stock dividend of tco per cent, whict. 
action.has been ratified by a vote of share- 
hoiders. The capital of the company thereby 
is increased from $100,000 to $200,000 and the 
field of operations is expanded, especially in 
the writing of total disability and double in. 
demnity contracts in all States in which the 
Officers of the 
company report a good year with the amount of 
insurance in force in excess of $51,c00,coo. 


company now is operating. 


Travelers’ Statement for 1922 


The statement of the Travelers of Hartford 
for the year ending December 31, 1922, shows 
that that company has passed the $2,000,000,c00 
mark in life insurance in force, that item now 
amounting to $2,055,000,000 and representing 
an increase of $298,000,000 over the same item 
on December 31, 1921. During 1922 the total 
new business paid for was $556,700,000. Other 
items and gains over last year on the Travelers 
statement were: Life premiums received $46,- 
700,000, gain over $6,000,000; accident and 
health premiums received $10,500,000, gain over 
$7,000,000; liability premiums received $12,600,- 
000, gain over $400,000; compensation premiums 
received $13,700,000; total premiums received 
$83,800,000, gain over $800,000; total income 
$97.500,c00, gain over $5,200,000. 
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Ready Reference Digest 


of 
Accident and Health 


Insurance Law 
By Myron W. Van Auken 


of the Utica, N. Y., Bar, General Counsel for 35 
years of the Commercial Travelers Mutual Accident 
Association of America, Utica, N. Y. 














MYRON W. VAN AUKEN 


A complete reference book containing 
digests of, all Federal and Appellate deci- 
sions defining the words ‘‘Accident’’ and 
“Accidental Means.”’ 


Completely cross indexed from every 
possible lead. Ready reference to every 
angle of every decision. 


Contains the information absolutely nec- 
essary for accident and health insurance 
companies’ officers, their claim departments, 
their adjusters, surgeons and physicians and 
is most valuable for all attorneys interested 
in health and accident insurance cases. 


Price $6.50 per copy 


THE SPECTATOR COMPANY 


Selling Agents 


CHICAGO NEW YORK 














NOW READY 
TWENTY-SECOND ANNUAL EDITION 


Fire Insurance Laws, 
Taxes and Fees 


A publication for the use of Fire Underwriters, containing a 


DIGEST OF STATUTORY REQUIREMENTS IN THE 
UNITED STATES AND CANADA, WITH MANY QUO- 
TATIONS FROM THE STATUTES, RELATING 
TO FIRE INSURANCE MATTERS. THIS 
WORK EMBRACES A COMPILATION OF 
THE COUNTY AND MUNICIPAL TAXES 
AND FEES REQUIRED IN THE VARI=- 
OUS STATES AND TERRITORIES 


A Series of 
41 SUBJECT INDEXES 


aid materially in rendering this publication an exceedingly 
valuable one for quick reference. Thus, for illustration, under 
the heading of ‘‘Taxes”’ is given a list of the States levying taxes 
upon fire insurance companies with a column showing the per- 
centage, and another column stating the page of the book upon 
which more detailed information on this subject is presented, 
Following the General Index and the Subject Indexes, appear 
synopses of, or quotations from, the laws bearing upon the 
below-mentioned subjects in all the States and Territories, 
and in Canada and the Canadian Provinces, the matters relat- 
ing to each State being grouped together. The topics treated 
are as follows: 


STATE REQUIREMENTS 


Adjusters’ Licenses Impairment ; 

Agents Defined Investments Prescribed 
Agents Licenses Licensed Brokers | 

Annual Statements Limit on Single Risk 
Anti-Coinsurance Lloyds r 
Anti=Compact Marine Insurance Requirements 


Anti=Discrimination Miscellaneous | 
Attorney Mutual Companies 
Calendar Preliminary Documents 
Cancellation of Policy Publication 


Capital Required Rate Schedules to be Filed 
Commissions to Non-Residents Reciprocal Insurance 
Deposit Reciprocal Law 
Domestic Companies Reinsurance 
Examinations Reinsurance Reserve 
Fees Resident Agents 
Fire Department Tax Semi-Annual Statements 
Fire Marshal Standard Policy 
Foreign Companies’ Home Taxes 

Office Statements Tax Statements 
General Penalty Valued Policy 

Calendar shows dates of chief requirements 1n each State. 

Data concerning Federal taxation are also given. The new 
laws and amendments enacted by Congress and the several 
States and Territorial legislatures have caused a considerable 
increase in the size of this book in the last few years. 

The general plan of ‘‘Fire Insurance Laws, Taxes and 
Fees’’ contemplates digesting the laws on the above topics in 
cases where there is no apparent ambiguity of meaning, but to 
quote in extenso portions of the statutes which are deemed to 
be susceptible to more than one interpretation. 


COUNTY TAXES AND FEES 
MUNICIPAL TAXES AND FEES 
Under the last two titles are listed the counties and towns 
known to require taxes or fees to be paid by fire insurance com- 
panies or their agents, with their respective amounts or per- 
centages, and in many instances, the dates. oe 
The codification of the system of county and municipal taxes 
and fees is unique, having never been, in any other publication, 
undertaken for the whole country. 
FIRE INSURANCE LAWS, TAXES AND FEES 
is a handsome book of 596 pages, substantially bound. Every 
officer, department manager, general and special agent of a fire 
insurance company should possess a copy of this work, which, 
for general purposes, is more than a substitute for a large library 
of law books. 
Sent, Express Prepaid, on Receipt of $15.00 


THE SPECTATOR COMPANY 


e 135 WILLIAM STREET 
CHICAGO OFFICE 
INSURANCE EXCHANGE NEW YORK 
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COST OF GOOD HEALTH 


Periodical Medical Examinations 
Offered at Very Low Cost 





MENTALITY GAINS THEREFROM 
PROFITABLE 





Experience of One Company with Stand- 
ardized Examinations—Views of a 
Medical Director 


That periodical medical examinations are not 
only desirable but advantageous as a service for 
life insurance companies to offer to policy- 
holders has been repeatedly demonstrated. Such 
a service is of genuine value to individuals 
availing themselves of the privilege offered 
and to society at large because of the gains re- 
sulting from extended productive life due to the 
correction of tendencies showing up physical 
weaknesses by thorough examinations. 

The cost of rendering a service of this kind to 
policyholders cannot be accurately measured, 
and must in a large degree be based on esti- 
mates determined from the experiences of com- 
panies which have tried it. 

There are quite a number of insurance com- 
panies that have given free medical examina- 
tions to various groups of policyholders for a 
sufficient length of time to give a fairly good 
idea as to what may be expected. From the 
experience of the Life Extension Institute, 
which offers a contract service in the way of 
periodical medical examinations that peculiarly 
meets the requirements of insurance companies, 
it appears that about one person in ten of 
those eligible for the service avails himself of 
the privilege of a free medical examination. 
This ratio, it is not contended, would remain 
constant as more individuals come to realize the 
benefits of personal hygiene and its consequent 
reduction in morbidity and increased longevity. 
However, in any case it would be a long time 
before anything like even 25 per cent of eligible 
policyholders under any plan of free periodical 
examinations would utilize it. 

Of great interest is the fact that in most 
cases it appears that the periodical examination 
is taken by individuals holding responsible posi- 
tions in industry, business, finance or the profes- 
sions, who are generally policyholders in 
amounts of $5000 and up. These individuals 
show a keener appreciation of the value of life 
and recognize their obligation to society to con- 
serve their health as much as possible. Also, 
being substantial insurers, they constitute an im- 
portant element in the calculations of actuaries 
on the possible mortality experience of life in- 
surance companies. The prolongation of a single 
one of these lives one year would pay for the 
cost of examinations on a good many lives, 
especially when it is considered that the cus- 
tomary contract price is but five dollars for each 
examination. 

To demonstrate the actual results of periodical 
medical examinations, the comments of Dr. 
Augustus S. Knight, medical director of the 
Metropolitan Life Insurance Company, in his 


address as president of the Association of Life 
Insurance Medical Directors at their annual 
meeting in October, 1921, are significant. In 
these remarks, Dr. Knight pointed out that a 
careful analysis of the mortality results among 
the group of policyholders who had availed 
themselves of the privileges of free medical 
examinations by the Life Extension Institute 
had not only shown a substantial saving but an 
actual net profit of 200 per cent on the invest- 
ment. In part Dr. Knight said: 

“Now then, with all these facts at hand, let 
us try to see, if possible, what money saving, 
if any, there has been for the Metropolitan Life 
Insurance Company from these Life Extension 
Institute examinations. With this in mind, we 
compiled an experience on our ordinary poli- 
cies using the same proportion of business by 
years of issue and the same proportion of $5000 
whole life policies as that prevailing in the 
institute cases. This control experience was 
observed from the years 1915 to 1920. We thus 
obtained the annual mortality on a group very 
similar to those examined by the institute ex- 
cept as to the average amount of insurance per 
policy (being about three times that of the 
average policy in the ordinary department) and, 
also, that the control group were not medically 
re-examined lives. The difference between the 
death rates of the two sets of figures is the first 
indication of the saving for each one of the five 
years of the experience. To obtain the ultimate 
saving, select death rates for the first five years 
were computed assuming American Men UIlti- 
mate mortality thereafter. To calculate the 
mortality gain, select commutation columns on 
a 34 per cent interest basis were constructed. 
The present value of the total mortality gains 
as of July, 1920, was computed as $126,477. 
From this amount must be subtracted the cost 
of the original and the subsequent examinations 
made on the 6000 persons examined by the in- 
stitute. This was approximately $40,000. The 
net gain was $86,000, and if we deduct home 
office expenses of $8000 it still leaves a profit 
of $77,100. 

“It would appear, therefore, that the com- 
pany has on this particular group of people had 
its principal returned and made a 200 per cent 
profit on this investment, during a period of 
approximately five years, provided that the 
subsequent experiences on these lives does not 
exceed the expected according to the American 
Men Table. 

“T must not be interpreted as saying that any 
one arranging for a series of examinations, 
such as the institute gives, say, for a group of 
employees in a factory, will save $2 over a re- 
turn of $1 expended in the period of the first 
five years. Much will depend upon the char- 
acter of the examinations and also upon the 
group that is selected for the examinations, 
and to a far greater extent whether the ex- 
aminations are optional or not. In our case, 
the group selected itself. In a factory or other 
establishment, it might be arranged to have 
every one take the examinations. Personally, 
I would not expect a similarly favorable result 
to follow. although the after-results might very 
well justify the expenditures incurred in making 
I should be seriously dis- 
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such examinations. 


appointed if they did not. The employer might 
gain enough from the added efficiency of his 
employees to pay the entire expense, quite apart 
from the lessened mortality and morbidity. But 
our results must not be taken without reserva- 
tions as an indication of what would follow if 
a whole group of persons were examined, irre- 
spective of their own wishes. I emphasize this 
point, especially because I am much impressed 
with the importance of the factor of self-selec- 
tion. The Metropolitan policyholders sought 
out these opportunities, and came for these 
examinations year in and year out, even though 
many of them showed no serious impairment. 
They were persons who take their personal con- 
dition seriously and who do the usual things to 
protect themselves from ill-health. They are 
a special lot of people, quite unlike the usual 
run of policyholders or employees, generally. 
It is this fact which colors our results, and I 
confess my inability to measure the effect of 
this fact. I do not believe, however, that it is 
sufficiently large to negative the highly favor- 
able results that appeared in our experience. 
Certainly the favorable results for the impaired 
lives suggest that excellent results followed 
and we cannot, with fairness, omit to say that 
this particular organization that has been mak- 
ing the examinations for our company had 
only begun its work in 1914, so that with an in- 
complete equipment and with nowhere near as 
good examiners as compared with those it has 
to-day we have every reason to believe that the 
examinations and the advices that our policy- 
holders get to-day are far superior to what they 
were given in I914 and 19015. We therefore 
think that our experiences with the institute 
have been more than justified, and that the 
policyholders have been correspondingly bene- 
Sted thereby.” 

The foregoing remarks are fully explanatory 
of themselves and bespeak the deepest con- 
sideration of all life insurance company man- 
agers and officials. 


New Fraternal Organizing _ 

Topeka, Kan., December 29.—George F. 
Fullenwider of El Dorado, Kan., is organizing 
a new fraternal insurance society and is now 
in correspondence with the Kansas Insurance 
Department regarding the plans of insurance 
which it may put into effect in this State. The 
society proposes to issue the ordinary assess- 
ment life policies usually issued by fraternal 
companies and it also proposes to sell term in- 
surance policies to whoever may want to buy 
it. There is some question of the right of a 
fraternal organization to sell both classes of 
policies and the Kansas attorney general has 
been asked by the department to make a ruling 
as to whether the law would authorize this com- 
pany to write this business. 

The society has not yet obtained a charter. 
It is to be known as the Band of Hope. It is 
understood that as soon as the question of the 
policy forms has been ironed out that the so- 
ciety will make the formal application for in- 
corporation and for a certificate to transact 
business in Kansas. 
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FIDELITY LEAD SERVICE 


brings the agent into contact with interested buyers 
of life insurance. Last year we distributed 47,604 
direct leads—all interested prospects who had re- 
quested information. In 1921 this service, and 
Fidelity’s original policy contracts, brought us 
within 714% of the unparalleled new business result 
of 1920. 

Fidelity operates in 40 states. Full level net pre- 
mium reserve basis. Insurance in force over $223,- 
000,000. Faithfully serving insurers since 1878, 


A few agency openings for the right men. 
THE 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 


WALTER LeMAR TALBOT, President. 





FIRE AUTOMOBILE MARINE 


t HAMPTON ROADS 


FIRE 42 MARINE 
Insurance Company 


NORFOLK, VIRGINIA 


Address Home Office For Agency Connection 


HENRY G. BARBEE 
President 


JAMES A. BLAINEY 
Vice-Pres. and Gen. Mgr. 


HAROLD KNoOx 
Secretary 


























PROVIDENT MUTUAL 


LirE INSURANCE COMPANY 
OF PHILADELPHIA 


The Provident, organized in 1865, as The Provi- 
dent Life and Trust Company, preserves a con- 
tinuous corporate existence, but, having mutualized, 
will be known hereafter as the 


PROVIDENT MUTUAL 


Life Insurance Company 
of Philadelphia 


and will maintain the reputation and tradition 
which have arisen from fifty-eight years of con- 
spicuous fair dealing. 

The policies of the Provident Mutual contain 
new and attractive features, including the recently 
adopted and exceedingly liberal Total and Perma- 
nent Disability Clause. 


An Increased Dividend Scale for 1923. 











ATTENTION 


We want a general agent in every locality in Illinois 
and Indiana where we are not now represented. 
Excellent territory open to men of character. Policies 
up to date and non-par. 1200 influential stock- 


holders. 


Do not write us unless you mean business. Refer- 
ence required. 


Chicago National Life Ins. Co. 
Room 324, 202 S. State Street, 
Chicago, Illinois. 

















The Columbian National 
Life Insurance Company 


Boston, Massachusetts 
Arthur E. Childs, President 


Columbian National Agents are in a position to offer 
the best forms of 


LIFE, ACCIDENT, AND HEALTH INSURANCE 


Policies backed by one of the strongest companies 
in the country, having ample capital, surplus and 
highest standard of reserves. 














“WHAT YOU ARE 
GOING TO SELL” 


This booklet written by W. R. Letcher 
STARTS THE eed AGENT RIGHT 
ND 


SAVES THE GENERAL AGENT’S TIME AND 
ENERGY 
It presents in clear, understandable language 
JUST THE INFORMATION THE NEW AGENT NEEDS 


and prepares him for 


FIELD WORK AND MORE ADVANCED STUDY 


PRICES: 
Sample copy 50 cents 
12 Copies... ..5.0... $5.00 100 Copies...... $25.00 
25 Copies.......... 9.00 500 Copies...... 100.00 
BO Copies: 1.5. 6..2 6 15.00 1000 Copies...... 175.00 
THE SPECTATOR COMPANY 


CHICAGO NEW YORK 
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H. B. ROSEN DEAD 


Largest Writer of Life Insurance Succumbs 
to Attack of Pneumonia 

Harry B. Rosen, agent of the New York 
Life Insurance Company, and the largest writer 
of life insurance in the world, died at 
his home in New York last week as a result 
of a sudden attack of pneumonia, 

Mr. Rosen wrote some of the largest cases 
of life insurance ever handled and was with- 
out a rival in personal production. He held 
direct contracts with a number of companies, 
so that it is impossible to know how much in- 
surance he actually wrote, but it is known that 
he produced many millions of new business 
annually. 

Mr. Rosen started in the life insurance busi- 
ness in Hartford, following the failure of his 
jewelry business. He soon came to New York, 
and, despite obstacles which seemed impossible 
to overcome, he became successful in the in- 
surance business. 

Mr. Rosen was a director in the Harriman 
National Bank at the time of his death. 


Maryland Assurance Income Policies 

The Maryland Assurance Corporation has an- 
nounced the issuance of two new continuous 
monthly income policies upon the whole life 
and the twenty-payment life plan. These poli- 
cies will be issued with or without complete 
disability or double indemnity benefits. They 
provide a monthly income of $10 for a period 
of 240 months certain. A small extra premium 
provides for the continuation of the monthly 
income beyond that period during the entire 
lifetime of the original beneficiary. Should the 
original beneficiary die, the income will be for 
240 months certain only. Should the original 
beneficiary be changed or die before the insured, 
the future premiums will be reduced by the 
amount of extra premium to be required in 
order to make the income continuous during the 
lifetime of the original beneficiary. The guaran- 
teed non-forfeiture values are based upon the 








Massachusetts Mutual Life 
Insurance Company 


Springfield 
Incorporated 1851 


Massachusetts 


A company which throughout 
the seventy years of its history 
has ever enjoyed—because of its 
square dealing toward all and its 
long record of low net cost—the 
good will of its policyholders, the 
confidence and esteem of the in- 
suring public, and the loyalty of 
its representatives, 


Joseph C. Behan, Supt. of Agencies 








commuted value of the income certain, which is 
$1737 for each $10 of monthly income. No 
continuous monthly income policy will be is- 
sued for less than $10 of monthly income. 

This policy is modern and liberal in every 
detail. The privileges and provisions of the 
policies are couched in simple and concise lan- 
guage and are sure to prove readily salable to 
the agents of this progressive young company. 


LABOR ORGANIZES LIFE COMPANY 


Des Moines Officials File Papers for Union 
Labor Mutual Life 


Des Mornes, Iowa, December 29.—The 
Union Labor Mutual Life Insurance Company 
is new in Des Moines. Articles of incorpora- 
tion were filed this week. John O. Staley, F. 
A. Wetzel and Louis H. Pettit, three well- 
known union labor officials, filed the articles. 
The articles state that the new company is to 
write all forms of policies consistent with the 
policies of the State department “to insure 
members of organized labor, their families and 
friends.” A meeting of the policyholders will 
be held within thirty days after the Insurance 
Department has issued a certificate. In the 
meantime, the three incorporators will serve as 
president, vice-president and secretary-treasurer 
in the order named. Each policyholder with 
$1000 or more insurance is entitled to one vote. 
The articles provide that the concern may write 
all standard policies—life, term, endowment, 
paid-up life, industrial, children, health, acci- 
dent and group. Headquarters will be at Trades 
and Labor Hall for the time being. 


BANKERS LIFE SCHOOL 
Annual Agency Instruction Period Being 
Held in Florida 

The home office of the Bankers Life Company 
of Des Moines announces that plans are com- 
pleted for its annual school of instruction to be 
held in St. Augustine, Fla., on January 4, 5 
and 6. The number of agency managers and 
salesmen of the company who will attend will 
be over three hundred.. This will be the great- 
est school ever held in the history of the Bank- 
ers Life Company. 

Officers of the company who will conduct 
the school in St. Augustine and who have com- 


pleted the arrangements left Des Moines Sun- 
day morning, December 31. This group in- 
cluded: President George Kuhns, Vice-Presi- 
dent G. S. Nollen, General Counsel W. S. 
Ayres, Medical Director Ross Huston, General 
Sales Manager W. W. Jaeger, Actuary J. E. 
Flanigan and Assistant Secretary B. N. Mills. 

Following the School of Instruction at St. 
Augustine, President Kuhns will head a small 
group of the gold medal men of the Bankers 
Life sales force on a trip from St. Augustine 
to Havana and return. 


L. H. Lippincott Appointed Chief of A&tna’s 
Agency Advertising Service 

L. H. Lippincott, formerly office manager of 
the publicity department, has recently been ad- 
vanced to the position of chief of service, in 
charge of the various forms of advertising co- 
operation rendered by that department to agents 
of the AXtna Affiliated Companies. 


BILLS BEFORE KANSAS LEGISLATURE 


Few of Them Inimical to Insurance 
Interests 

ToreKA, Kan., December 23.—The coming 
session of the Kansas Legislature may be the 
easiest on insurance interests that has been 
known in the State for several years. As far 
as known there does not appear to be any desire 
upon the part of members of the Legislature 
to attempt legislation which might be termed 
inimical to the insurance business of the State. 
The Legislature will begin its sessions January 
8 and thus far not a single member has pro- 
posed any legislation intended to hamper in the 
least or interfere with the conduct of the in- 
surance companies. 

Frank L. Travis, retiring Superintendent of 
Insurance, has proposed at previous sessions 
and has suggested for the coming session that 
it ought to enact a law giving the Superintend- 
ent of Insurance the right to cancel the 
certificate of authority of any company which 
violates any of the insurance laws or the rulings 
of the department. William R. Baker, who 
comes into office next month, has asserted that 
he does not think such a law is needed and will 
not back the proposal in the Legislature. 

The life insurance companies writing indus- 
trial lines will propose a bill to remove indus- 





rights. 
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Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. 


Exclusive, care of The Spectator 
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JOSEPH FROGGATT & CO. 


Insurance Accountants and 


Auditors 
Consulting Actuaries 


HOME OFFICE: 


25 CHURCH STREET 
NEW YORK 





CHICAGO 
Insurance Exchange Building 


NEWARK . 


Globe Building 
Washington Street 


SAN FRANCISCO 
Insurance Exchange Building 


PHILADELPHIA 
Lincoln Building 


BOSTON 
Winthrop Building 


ANNUAL STATEMENTS 


This is the time of year when all companies are 
making special efforts to bring up their work pre- 


paratory to the closing of their accounts for the year. 


We have installed in the offices of many companies 
accounting systems which automatically provide the 
data for Annual Statement purposes and all other 
statements called for at this time of the year, includ- 
ing results by agencies, States or Territories and gen- 


eral results of the company’s business. 


We are frequently called upon to furnish assistance 
in connection with Annual Statement work. In 
some instances, we have had charge of several offices 
at the end of the year during the Annual Statement 
period. Our familiarity with State requirements, 
Tax Statements, etc., enables us to take full charge 


of your office in any emergency. 


JOSEPH FROGGATT, President 











A GROUP OF 


Life Insurance Leaflets 


The Spectator Company offers for sale to the life 
insurance community the following attractive and 
compelling leaflets. Each one is full of emphatic 
arguments on the benefits of life insurance and makes 
direct appeal to both men and women in all walks 
in life. These leaflets are sure producers of good 
business results. 

Prices at which the leaflets can be supplied: 
Robbing Yourself. 

Showing the Advantages of Saving vs. Wasting. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Take Notice. 
[Emphasizing the importance of paying premiums 
promptly. 
Per 1,000, $20; per 500, $12; per 100, $3. 
The Unexpected Always Happens. 
It is like reading news from the seat of war to read 
the list of victims of sudden death and accident. 
This leaflet can be used to advantage by agents 
of both life and accident insurance companies. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Are You a Woman? 
If so what do you do with your money? 
Per 1,000, $20; per 500, $12; per 100, $3. 
Too Busy. 
An effective reply to the claim often made of 
being too busy to consider life insurance. 
Per 1,000, $20; per 500, $12; per 100, $4. 
Caution to Policyholders. 
A strong and lucid argument for keeping policies 
in force. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Up Against It. 
Forcibly illustrating the misfortunes of many 
former well-to-do capitalists and business men. 
Per 1,000, $10; per 500, $7; per 100, $2. 
It Helps You Along. 
A strong appeal to the uninsured and the under 
insured. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 
What Holds You? 
Sets forth the advantages of life insurance agency 
work as a career for young men. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 
A Legacy For You. 
Unique life insurance leaflet in which Limited 
payment endowment and income insurance are 
presented in a novel way. Fine business getter, 
Per 1,000, $20; per 500, $12; per 100, $3. 

On orders of 1,000 copies or more, the inscription 
of company or general agent will be printed without 
extra charge. On orders of less than 1,000 $6 
extra for inscription. Sample copies of any or all 
these leaflets will be sent on receipt of ten cents each. 

Mail 90 cents and sample copies of the whole 
series (10 leaflets) will be sent to you. 


THE SPECTATOR COMPANY 


135 WILLIAM STREET 
NEW YORK 


CHICAGO OFFICE 
Insurance Exchange 
(5152]-4-22) 
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trial insurance from the operation of the for- 
feiture law. This has been attempted in sev- 
eral previous sessions and without success: 

The insurance agents propose a law fixing 
certain qualifications before an agent can be 
licensed to sell insurance. This bill will have 
the backing of most of the companies and the 
agents and of the insurance department. 

The insurance department is proposing a bill 
which would absolutely prohibit the sale of 
premium notes until after delivery of the policy 
acceptance of it by the holder. 

There will be two workmen’s compensation 
laws introduced. The labor interests will intro- 
duce one providing for a State compensation 
insurance. Some of the industries will intro- 
duce a bill raising the amounts of compensa- 
tion now allowed and prohibiting the settlement 
of any compensation claims without the approval 
of the industrial court or some other body 
designated by the law. 


Atlantic Life Makes No Dividend Change 
The Atlantic Life of Richmond, Va., will 
make no change in its present dividend scale 
during 1923, according to announcement made 
by that company. On January 1, 1922, divi- 
dends on younger ages were increased, and divi- 
dends on older ages were slightly decreased. 


Charles W. Fracker, dean of the Iowa field 
men, was ninety-three years old Sunday, Decem- 
ber 24. In keeping with the custom of past 
years, Messrs. Willcox, Howell, Hopkins & 
Mulock of that agency, held reception for 
Captain Fracker in their offices Saturday. Cap- 
tain Fracker is with the Springfield and enjoys 
the confidence and esteem of everyone with 
whom he comes in contact. Of late his health 
has not been quite what his friends would like, 
but he is remarkably well preserved: for his 
years and it is hoped that he will be on hand 
for this annual birth reception many future 
years. 

Jchn G. Rolker, formerly representing the 
National Liberty Insurance Company of Amer- 
ica in Baltimore, will on January 1 take charge 
cf the interests of the Great American Insur- 
ance Company in the same city. 

M. M. Deming, State manager for the Ameri- 
can Central Life, and prominent Des Moines 
underwriter, was seriously injured when the 
Ford in which he was riding overturned. He 
suffered several broken ribs, but will be back 
on the job shortly. The car was being driven 
by W. L. Douds of the same company. 





“SURPLUS 
INSURANCE 
FUNDS” 


Invest your surplus money in 
first mortgage loans on Canadian 
properties 6 to 7% _ interest. 
Inquiries invited. All loans 
negotiated are guaranteed. 


E. M. HENRY 
378 Craig Street, West 
Montreal, Que. 














Dividends of Four Life Insurance 
Companies 
Cash Dividends Per $1000 for 1923 
EQUITABLE LIFE OF U. S. 


OrDINARY LIFE 
Year Policy 








Was Issued , —Age ~ 
25 30 35 40 45 50 

Premium. $21.49 $24.38 $28.11 = 01 ™ 55 $48.48 
1938"... 9.96 11.03 11.99 .82 4.03 15.68 
TOI S a 6.22 6.81 7.25 7.44 ee 8.08 
1920... 5.98 6.52 6.98 7/20 7.40 7.72 
itl ee 5.75 6,24 6.73 6.96 7.09 7.35 
BOSS s:s:0:6 atece ohare salar atare ‘ 

TWENTY-PAYMENT LIFE 

Premium.. $31.83 $34.76 $38.34 $42.79 $56.17 
BOTS"... 12.08 13.13 14.09 14.88 17.36 
i 7.82 7.90 8.34 8.48 8.96 
E920. oe: 6. 94 TAT 7.92 8.10 8.48 
1937... 6.57 7.04 7.53 7.74 7.98 
{i} -) ey vee 


TWENTY-YEAR ENDOWMENT 


Premium. . $49.33 $50.43 $51.91 $54.06 $57.34 $62.55 


‘ 
1918"... 13.35 14.64 15.78 16.75 17.85 19.18 
i) eee 8.14 8.80 9.28 9.49 9.69 9.87 
1920.... 7.50 8.15 8.66 8.95 9.08 9.28 
od eee 6.88 7.50 8.10 8.41 8.53 8.68 
1O22 5.0: ios ee 





* Including special 5th-year dividends. 


CONNECTICUT GENERAL LIFE 
OrpINARY LIFE 

Premium.. $18.12 $20.63 $23.89 $28.20 $34.02 $41.99 

63 3.12 2.88 





io) ae 1.46 1.81 2.27 2. 

Premium.. Bache a areve a nies eee 48.04 
ROLG i. << 1.35 1.68 2.10 2.41 2.86 3.62 
1920 1.25 1.55 1.93 2.28 2.60 3.32 
1921 1.15 1.42 1.79 2.02 2.35 3.02 
1922 1,05 1.30 1.63 1.84 2.11 2.72 

TWENTY-PAYMENT LIFE 

Premium.. $28.18 $31.00 $34.50 $38 89 $ 
ISLS.6 6 3.01 3.84 4.51 ‘ 

TEED... 0 3.10 3.60 4.23 
| Ee 2.90 3.36 3.97 
EOZT  c<s 2.70 3.14 3.7 
1) 2) 2.51 2.93 3.47 


TWENTY-YEAR ENDOWMENT 


Premium... $47.28 $48. 02 $49. 13 $50.89 $53.79 $58.68 
i) 4.98 5.32 5.78 6.42 7.34 8,27 
1DEG. ...< 4.52 4.87 5.33 5.95 6.87 (PUG 
1920.... 4.10 4.43 4.89 5.52 6.41 7.27 
iid Pee 3.69 4.02 4, Pe 5.09 5.97 6.80 
ESAS. «0 3.29 3.62 4.( 4.68 5.54 6.34 


HOME LIFE, NEW YORK 
OrDINARY LIFE 
$20.14 $22.85 $26.35 $30.94 


tf> 


Premium.. 





‘. 
1918.... 3.98 4.25 4.60 5.04 5. 
IOLD....0: 3.84 4.09 4.40 4.81 5.8 
1920 3.72 3.94 4.22 4.58 5. 
1921 3.60 3.79 4.04 4,36 4.7 
1922 3.48 3.64 3.86 4.14 4.5 


TWENTy-PAYMENT LIFE 


Premium.. $30.12 $32.87 $36.22 $40.38 $45.73 $52.87 
BOIS... ws 4.91 5.19 5.52 5.93 6.44 7.07 
TSP 6% 4.64 4.89 5.19 5.56 6.03 6.62 
1920)... 4.38 4.60 4.87 5.20 5.63 6.18 
ey ee 4.12 4.32 4.56 4,85 5.24 5.74 
19295 2s 3.88 4.04 4.25 4.52 4.86 5.32 

TWENTY-YEAR ENDOWMENT 

Premium... $48.15. 2... $49.85 ..... SURSR ciens 
i; 6.60 6.98 6.80 7.63 7.24 9.11 
IST ....6: 6.07 6.45 6,28 7.10 6.71 8.56 
1920 5.56 5.94 5.77 6.57 6.19 8.01 
1s eee 5.07 5.44 5.27 6.06 5.69 7.46 
3028)... 4.60 4.96 4.80 5.56 5.20 6.92 


JOHN HANCOCK T.IFE 
OrpiINARY LIFE 








$25. $45.49 
3. 4.80 
3 4.60 
3 4.42 
3.4% 4.24 
3 4.05 
TWENTY-PaYMENT LIFE 

Premium 28.55 $31.37 $34.87 $39.25 $44.92 $52.48 
LOES ss 6. 3.84 4.03 4.26 4.55 4.90 5.35 
1919 3.70 88 4.08 4.35 4.68 5.10 
1920.... 3.57 3.73 3.92 4.16 4.46 4.85 
td 3.45 3.59 3.76 3.98 4.25 4.62 
1922.... 3.33 346 3.60 3.81 4.05 4.39 

TWENTY-YEAR ENDOWMENT 
Premium... $48.48 $49.13 $50.14 $51.77 $54.53 $59.25 
GES <5. 5.38 5.41 5.45 5.5% 5.65 5.87 
1919... 5.09 5.12 5.16 y 1.34 5.57 
ESZO 5. 6s 4.82 4.84 4.87 5.06 5.28 
1921.. 4,55 4.57 4.61 4.78 4.99 
ee 4.28 4.31 4.34 4.51 4.71 
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EDUCATIONAL PLANS 


National Life Casualty Department 
Broadened 





DR. W. A. GRANVILLE TO HEAD WORK 


Will Conduct Compulsory Courses Among 
Casualty Agents of Chicago Life 
Company 

C. H. Boyer, manager of the Casualty De- 
partment, National Life Insurance Company, 
U. S. A., announces the appointment of W. A. 
Granville, Ph. D., LL. D., president of Pennsyl- 





Dr. W. A. GRANVILLE 


vania College, Gettysburg, Pa., as head of the 
casualty department’s new educational depart- 
ment. He has just resigned from the presi- 
dency of Pennsylvania College and will locate 
in Chicago soon after the first of the year. 
(Continued on page 35) 










Ask for— 


“How letters 
sell life insurance” 


a booklet telling of the 
practical application of 
direct-mail selling to life 
insurance sales work—practical be- 
cause tested by more than 900 insur- 
ance salesmen to their satisfaction. 

Letters that are truthfully written to 
guide the decision of men are not only 
most effective in bringing wise planning; 
they also bring decisions not otherwise 
obtainable. 

Make this collection of sales letters a 
part of your selling plan. Write for book- 
let 11-A now, 


WILLIAM S. HULL 


Direct-<Mail Sales Service 
¢cMADISON, CONNECTICUT 
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Che Independent Order of Foresters 





Incorporated by the Parliament of Canada 
Organized in 1874 


Furnishes a 
Complete System of Insurance 








THREE NEW 
FORMS OF POLICIES 
NOW BEING ISSUED 
BY THE SOCIETY 








Life—20 Payment 


(With Cash Surrender Values and Auto- 
matic Non-forfeiture). 


Life—20 Payment with Disability 
Benefit 


(With Cash Surrender Values and Auto- 
matic Non-forfeiture). 


Old Age Benefit Certificate— 
with 100% Disability and 100% 
Old Age Benefit. 


(With Cash Surrender Values and Auto- 
. matic Non-forfeiture). 





The Society still issues its Standard 
Policy—“Whole Life” with 70% Disa-_ 
bility and 70% Old Age Benefit. 


POLICIES Issued from $1000 to $5000 























Total Benefits Paid: 
77 Million Dollars 


HEAD OFFICE: 
Temple Building, Toronto, Canada 


Che Independent Order of Foresters 








GEO. E. BAILEY, G. R. COTTRELLE, W. H. HUNTER, 
Secretary Treasurer President 
SIDNEY H. PIPE, F.A.S., A.I. A. 
Actuary 


—————— 
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Fire, Life, Accident and Marine Insurance Decisions 
By Harry B. Brapsury, of the New York Bar 








Fire 

Removal of household goods to summer 
cottage, even though with knowledge of 
agent, voids the policy. 

An insurance policy covered certain house- 
hold effects while they were in a particular 
residence at a specified street number. The 
goods were removed from the house in ques- 
tion to a summer residence and at the time, or 
just before the removal, the insured called up 
the agency and had some conversation about 
renewing the policy and then stated that he was 
going to remove part of his goods to the sum- 
mer cottage and asked the agent if they would 
be covered, and the agent replied, in effect, that 
they would. On the day of the removal the 
insured wrote to the agent and deposited the 
letter about 4 o’clock in the afternoon, telling 
him of the removal and asking him to change 
the policy so as to have the insurance cover one- 
half on the goods in the cottage and one-half 
remaining in his town house. On the following 
morning, before the letter was received, the 
goods removed to the cottage were destroyed by 
fire. It was held that neither the conversation 
with the agent nor the letter created an en- 
forcible insurance contract on the goods in the 
cottage, and that no recovery could be had on 
the policy. May v. Standard Fire Ins. Co. 
Mich. ; 190 N.W. 240 











Life 

Waiver of claim of invalidity of nolicy by 
demanding and receiving premium after 
knowledge that the insured was not in good 

health when policy delivered. 
The insurance company after having issued 
a policy of $25,000, brought an action to cancel 
it on the ground of breach of warranty. It was 
contended that the application provided that the 
policy to be issued thereon should not take effect 
unless the first premium was paid and the pol- 
icy delivered to the insured while he was in 
good health. The application also stipulated 
that the applicant had never suffered from any 
ailment or disease of any kind or been treated 
therefor by any physician. In the action to 
cancel the policy, it appeared that the policy 
was forwarded from the home office to the 
branch office, with instructions to hold it until 
the company received an inspection report. 
Later, the home office telegraphed to the branch 
office to place the policy in the hands of agent 
soliciting the same for delivery to the assured, 
if in good health. The soliciting agent visited 
the home of the insured, and ascertained that 
he was then sick, and the condition of the in- 
sured was explained to the agent. The agent, 
upon receiving the explanation, delivered the 
policy and received the premium thereon. There 
‘was no proof of concealment or bad faith on 
the part of the insured. It was insisted by the 


company that no action of the soliciting agent 
could operate to make a good delivery of the 





policy, if, in point of fact, the insured was not 
in good health at the time of the delivery. The 
application contained the following provision: 
“Only the president, a vice-president, a second 
vice-president, a secretary, or the treasurer of 
the company can make, modify, or discharge 
contracts, or waive any of the company’s rights 
or requirements, and that none of these acts can 
be done by the agent taking said application.” 
About a year after the policy was issued, the 
company’s agent, but not the soliciting agent, 
received a letter from the insured stating that 
he was and had been continuously since a time 
prior to the issuance of the policy permanently 
disabled and the agent advised the home office 
of the receipt of the letter. The home office 
instructed the branch office to advise the in- 
sured that the premium then due, but not over- 
due, should be paid to protect his rights. The 
insured paid the premium, which was duly for- 
warded to the home office and received by it. 
Later, the company asked for a complete in- 
vestigation and upon receiving the report of the 
investigation, brought an action to cancel the 
policy. It was held that the receipt of the pre- 
mium, after the knowledge by the home office 
of the alleged breach, acted as a waiver of 
the right to cancel the policy. New York Life 
Ins. Co. v. Dumler, 282 Fed. 969. 





Accident 

War risks; insured entering army after the 
policy was issued; when company not liable. 

In 1901 the defendant issued a policy of ac- 
cident insurance and this policy was renewed 
from time to time up to 1908. In 1908, a new 
policy was issued, which was continued in 
force up to October, 1918, by the payment of 
the annual premiums. The insured voluntarily 
enlisted in the army in 1917, and was killed in 
action in France on September 4, 1918. In the 
application for the 1908 policy, the insured 
warranted that his occupation was that of “ad- 
vertising” and his duties were “soliciting and 
office work.” These warranties were never 
changed. The first information which the in- 
surance company had that the insured had en- 
tered into war service was the day after his 
death. It was held that the classification 
manual of the company issued in 1908 was ap- 
plicable to the controversy, and that as, under 
this manual, an office in the army was not insur- 
able, nothing could be recovered under the 
policy. Gillies v. Preferred Accident Ins. Co., 
202 App. Div., 681; Supp. 


Suspension of insurance during time of de- 
fault in paying renewal premium. 

Before the day a renewal premium was due 
on an accident insurance policy, the agent 
called on the insured and asked for the pay- 
ment of the premium. Again, after the time for 
the payment of the premium had passed, the 
agent called on the insured, who told him that 
he would send him a check within a few days. 
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The agent cffered to give to the insured the 
receipt for the renewal premium but the insured 
refused to accept it. While the insured was in 
default in the payment of the premium he was 
struck by a train while in an automobile, and 
killed. It was held that there was no waiver 
of the provisions of the policy and that the 
accident not having happened while the policy 
was in force there could be no recovery there- 
on. Bienhoff v. North American Accident Ins. 
Co., ——— Minn. ; 190 N. W. 63. 








Marine 

Warlike operations and hostilities defined; 
policy excepting the risk from loss caused 
by such operations and hostilities. 

Two policies of marine insurance were issued 
on a vessel carrying munitions of war for the 
Italian Government. During the night time, 
while the vessel was, with others, being con- 
voyed, it met another lot of vessels, also un- 
der convoy, going in the opposite direction. 
While the two lots of vessels under convoy 
were passing, there was a collision, by which 
the vessel in question was sunk, and it was 
determined later that this collision was due to 
faulty navigation. One of the policies was a 
straight marine policy, and the other was a 
war risk policy. It was held that the claim 
should be sustained under the straight marine 
policy, but should be dismissed under the war 
risk policy, as the loss had not been due to a 
war risk. Queen Ins. Co. of America v. Globe 
& Rutgers Fire Ins. Co., 282 Fed. 986. 


Virginia Fire Marshal Active 

Richmond newspapers have been generous in 
allowing the Virginia fire marshal space for the 
numerous bulletins issued by that office during 
the holiday season. Active efforts have been 
made to prevent the fire loss during the holiday 
season. The papers have also supported the 
movement editorially. 

The News Leader, an afternoon paper, calls 
attention in its issue of December 26 to the 
illicit sale of fireworks in Richmond, as well 
as the sale of fire crackers outside of the cor- 
porate limits. The suggestion is made that the 
board of supervisors of Enrico county be asked 
to pass a restricting ordinance similar to that 
in force in Richmond, and that local agents im- 
press on policyholders the fact that a fire 
caused from fireworks illicitly sold will void 
the policy. 


Utah Compensation Rates Reduced 

SaLtt Lake City, Utan, December 23.— 
Effective January I, 1923, rates for compensa- 
tion insurance for metal mine workers will be 
reduced from $4.82 to $3.69 per $100 payroll 
per month. This is the second reduction to be 
made on these risks in the past eighteen months. 
The investigation leading up to the reductions 
were made by the Industrial Commission. 
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AMERICAN 
SURETY 
COMPANY 

of NEW YORK 


100 BROADWAY 


Fidelity and Surety Bonds Burglary Insurance 
Check Forgery and Alteration Insurance 








Company’s Home 
Office Building 











GENERAL INSURANCE OFFICES 


WILL IN 1922 
PROVIDE THEIR CLIENTS WITH 
LIFE, FIRE AND CASUALTY INSURANCE 


There is no reason why the life insurance department of a 
general insurance office should not be very profitable. One 
capable man at the head of the life department can earn as 
much the first year as any other department in the office and 
will earn an increasing revenue each year thereafter. All 
general offices that have life departments are pleased with 
results. 


This is a strong, conservative, clean Company that is suf- 
ficiently progressive to fit into the life department of a gen- 
eral insurance office. In 1922 this Company will make a 
specialty of broadening its strvice to this extent. We solicit 
correspondence with insurance agencies now writing fire, 
or fire and casualty insurance. 


INTER-SOUTHERN LIFE INSURANCE COMPANY 
LOUISVILLE KENTUCKY 









Day By Day 
In 
Every Way 










Lincoln Life agents are getting better and better. 


The mental slant, emphasized these days by Emile 
Coué, no doubt has much to do with the new production 
records of the salesmen of The Lincoln National Life 
Insurance Company. 


Morale is of vital importance, and when a field man 
knows that his Company is standing squarely behind 
him, giving him all the help in every way possible, he 
will naturally do better and better. 


Every Lincoln Life man knows that it is this earnest 
Home Office co-operation that makes it pay to 
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The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character’ 


FORT WAYNE, INDIANA 














Lincoln Life Building 


Now More Than $225,000,000 in Force 


























A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium 
plan, up to $3,000, to young men and young women 
as young as age 2—Protective insurance and Educa- 
tional and Business Start Endowment insurance. 
This extension of the age limit for Ordinary insurance 
down to age 2 helps our Agents considerably. We 
issue Participating and Non Participating policies. 
As regards adults, we write contracts with Double 
Indemnity provisions covering any kind of fatal acci- 
dent, or with Double Indemnity provisions covering 
fatal travel accident only, as may be desired. We 
issue policies with Waiver of Premium and Disability 
Annuity or Instalment Payment features. We insure 
males and females at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILL: 











PUCLIC LIFE INSURANCE CO, 


$500,000 Authorized Capital 


is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 
Write today; we may have just what you want 


= 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 
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Selling Individual Policies to Your Prospects 


MIDDLE WESTERN life insurance 
salesman who has made a big success 
was talking about the way he sells 
policies. 

“T find it is a big help,” said he, “to sell per- 
sonalized policies to prospects rather than just 
simply life insurance. 

“In other words, | try to convince each pros- 
pect that I am not selling him just simply any 
old policy that comes to hand but a policy which 
is especially arranged to suit his own personal 
and individual needs and which is framed to 
make money for himself in the event that it 
matures while he is alive, but will take ade- 
quate care of his family in the event of his 
death. 

“T tell all prospects that their situation de- 
mands a personalized, individualized policy 
suited to their own particular needs. And I 
also tell them that as I am a specialist in fram- 
ing policies to individual needs they should give 
especially careful thought to any proposition | 
may make to them. 

“The actual way in which I put up this sort 
of a proposition to the prospect is in about these 
words: 

“I’m not going to try and sell you simply a 
life insurance policy. I’m going to show you a 
personalized policy framed to suit your own in- 
dividual needs. Of course the sort of a policy 
which would be the best for Tom Jones down 
the street to buy may not be the kind of a pol- 
icy you need at all. And while a ten-year 
endowment may be the best for Fred Smith to 
buy, I believe that your individual case demands 
a different kind of a policy. 

“Every man’s situation is different and de- 
mands special insurance attention, according to 
my opinion, and that’s why I’ve gone to the 
trouble of working out a plan which is individ- 
ualized and personalized to your own especial 
needs and which, probably, might not fit any 
other man in the entire city. 

“When you study the policy I’ve drawn up 
for you remember it is your policy—not Tom’s 
policy, or Dick’s policy or any other man’s 
policy. It is your policy, framed, out of my 
experience, to give you the protection and in- 
vestment which, in my judgment, will give you 
the greatest return for your money and give 
you and vour family adequate protection. 

“This sort of a talk never fails to make the 
Prospects sit up and take notice. It is so en- 
tirely different from what the majority of agents 
tell them because the mest of them start out 
simply to sell policies and not to talk person- 
alities and individualities. Consequently my 
talk makes the prospect pay more attention to 


ihe proposition I present to him than he gives 
to any of the propositions presented to him by 
other life insurance salesmen. And as the re- 
sult of this extra attention I walk away with 
a very large percentage of signatures on the 
dotted line from those prospects to whom I 
talk. 

“This thing, too, of telling a prospect that 
the life insurance proposition I am presenting 
to him has been personalized and individualized 
to his own particular situation and needs has 
the effect of flattering him and of thus making 
him feel more kindly toward me. Every man 
likes to consider that he’s just a little bit better 
than the common run of people and this thing 
of selling him a personal policy and not just 
All of which, 
of course, helps immensely in making sales. 

“Naturally it takes more work to prepare per- 
sonalized and individualized propositions of this 
sort than it does to go out and simply sell poli- 


an ordinary policy gets to him. 


cies, but it is work that pays in increased in- 
terest on the part of the prospects and in in- 
creased sales and so it is very well worth while.” 


Securing Prospects 

Hlow shall we secure prospects ? 
define prospects for the purpose of this dis- 
A prospect is one who can pay for 


First let us 


cussion. 
insurance—can pass the examination and who 
needs it, even though he may not think so. 
Declinations average about one in ten, so we 
need only seek methods of locating those who 
can pay for and need Newspaper 
items of every nature, such as marriage licenses, 


insurance. 


hirths, new corporations, etc., all yield informa- 
tion of value in locating those who need pro- 
tection. But the importance of such leads is 
minimized by the fact that nearly every iife 
agent reads the papers and a prospect so found 
may be “pestered by insurance agents” and hard 
to do business with, to say nothing of the com- 
petition which develops in such cases. 

Friends and acquaintances, policyholders or 
otherwise, compose the most valuable source 
for the securing of information leading to pros- 
pects, because it is more or less exclusive and 
the information of more consequence. For in- 
stance, if Sam Jones of the Blank Life finds 
out from an architect that Contractor Johnson 
has just been awarded a profitable building con- 
tract, before it is published in the papers, he has 
a prospect for one thing, and also the “edge” 
on his competitors, because he has information 
of the situation before it is generally known. 

These unusual channels for securing infor- 
mation yield the real prospects. Drop in often 
on your acquaintances. They think little of it 
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when they mention the fact that some friend 
has 

Inherited some money; 

A salary increase; 

Married; 

A new baby; 

Made money in the stock market; 

A sister.or mother dependent upon him; 

Lost his wife and left with three children; 

Sold some real estate; 

Made a big fee; 

Received valuable appointment ; 

Received some insurance money himself. 
Such leads are worth while. 


A Stitch in Time 

It is not at all difficult to believe the unbeliev- 
if equipped with a sufficiently vivid 
imagination. Who could fail to believe in the 
value of an examiner’s recommendation, though 
he does, occasionally, miss some point, or leave 
unanswered an important question? Sometimes 
he fails, even, to properly pour an albumin— 
or sugar—saturated fluid into a phial, attached 
to which are explicit printed directions. And 
yet we must believe his recommendations carry 
value, for it has been proven, statistically, that 
they do. 

The examiner’s act is no worse than that of 
the gent who fails to mention occupation or 
birth date, or name the beneficiary. And yet 
we believe in his applications, for they are be- 
fore us. We have faith that both, being told 
once, will avoid falling into the same error 
again. If mechanical dexterity is mixed with 
a little intelligence, the combination will go far. 
—Reliance Life Bulletin. 


able, 


Turn to the Right 

The universal joy of Christmas is wonderful. 
You can not cut Christmas out of memory’s 
calendar, nor blot its gladness from your heart. 

We ring the church-bells to celebrate some 
local event or toll them mournfully when a great 
man journeys to the Distant Shore, but only 
for one occasion do the bells of the world join 
in glorified, undying remembrance of a birth— 
that which occurred in the humble cradle 
manger in Bethlehem. 

The gospel of good will prevails and hand 
meets hand with a clasp that conveys more than 
words the spirit of brotherly love and true 
friendliness. 

In your collective capacity you have done 
much to make real that message of the first 
Christmas, “Peace on earth, good will toward 
men,” and 1923 will add more gratitude for 
your efforts. 

As we approach the end of this year’s jour- 
ney we appreciate that it has not been alto- 








gether a joy-ride down the Avenue of Ease. 
There have been obstacles, drawbacks and dis- 
couragements, but in spite of all hindrances, big 
or little, we have, by courage and persistence, 
reached a higher level of satisfaction. 

The road ahead seems straight and obstruc- 
tions comparatively small. In our mind’s eye 
we view the span of the next twelve months 
with enthusiasm, sure that our plans will be 
carried through to a successful conclusion. 

The last cycle of 1922 is fast fading into his- 
tory. The new year will soon be upon us, with 
new duties, new conflicts, new opportunities. 
In proportion as we are not satisfied with our 
sphere nor ourselves, we will reach out for 
more important and worthier duties. Let us re- 
solve now that 1923 is going to be a happy, 
progressive year for all of us, full of good 
cheer and genuine helpfulness and with a kind 
thought for every one. Let us turn to the right, 
keep to the right, think in the right, work in 
the right and advance in the right—-The Pru- 
dential Weekly Record. 


Borrowing from Mary 


“Dp 


As to the leaflet styled “Borrowing 
Mary,” so successful in averting proposed loans 
solicited by policyholders of companies, E. E. 
Webster, general agency manager of the Indiana 
National Life of Indianapolis, writes us as fol- 
lows: 

No doubt you will be pleased to know that we 
have been using your leaflet entitled “Borrow- 
ing from Mary” for a long while—these being 
mailed out each time an inquiry for loan was 
received, and we have in this office in our files 
many letters from policyholders who had con- 
templated borrowing on their contract and after 
reading this leaflet, had been constrained to get 
their money elsewhere and keep their life in- 
surance intact. 

Knowing your deep interest in life insurance 
and your attitude toward all policy contracts 
being kept intact, I felt it was justly due you 
to give you the experience that we had en- 
countered during the last sixty days. 


From 


The Banana Split 

A young man with four children, who is noted 
for his thrift, recently built a home, which he 
is paying for in monthly instalments, and is 
now building a store into which to move his 
established ice cream and confectionery busi- 
ness. On this he has had to borrow $3000. He 
is so located that in a few years he will have 
everything clear, so I approached him to cover 
the $5000 total debt by a ten-year term policy. 
I then saw his wife, explained to her that at an 
outlay of twelve cents a day she would, in the 
event of his death, have the home clear and 
the store to rent, bringing $550 a year, whereas 
if he did not take this protection she would 
have to find $5000 to pay the mortgages, just 
at the time when all income had stopped, and 
which she admitted she could not do, and it 
would mean losing home and shop. A little 
later I gave him the same presentation, which 
she had evidently done as well, but he demurred. 
Just then I heard some one order a banana split 
from the clerk, and it was my cue. I said, 
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ESSENTIALS TO SUCCESS 


Extracts from First Book of William 
Alexander’s Educational Series 


QUALITIES AN AGENT MUST POSSESS 


“What Life Insurance Is and What It Does”’ 
Contains Much Needed Information 
The five books constituting William Alex- 
ander’s Educational Series for Life Insurance 
Agents, published by The Spectator Company, 
to enlighten and guide field men, contain many 
forceful and striking passages. Foilowing are 
some extracts from “What Life Insurance Is 
and What It Does,” the first volume of the 

series : 
REPUTATION 

The scoundrel who has a good reputation may 
presper until he is found out. 

The man of character, who through no fault 

his has lost his reputation will fail; for 
other people will have nothing but his reputa- 
tion to measure him by. 
Character alone will not suffice. The agent 
must acquire, and maintain, and extend his 
reputation, for only in that way can his real 
haracter be revealed. 


1e 


IT MAGINATION 

Imagination will enable the agent to read the 
mind of the rich man and the poor man; the 
generous man and the selfish man; the 
extravagant man and the prudent man; the 
intellectual man and the one who acts wholly 
on impulse. 

Imagination is the quality which enables the 
actor to put himself at will in the place of the 
emperor, the beggar, the prince, the peasant, 
the admiral, the sailor, the miser, the spend- 
thrift, the hero and the villain. 


Wit anv Humor 

The agent who has wit enjoys a distinct ad- 
vantage, provided he is careful to use that two- 
edged sword with care and discrimination. Wit 
is a dangerous weapon and inflicts painful 
Consequently, as the agent’s aim is to 
please, he must only employ such wit as will 
arrest attention, emphasize truth, or give spice 
to facts that otherwise would be heavy or dull. 

3ut humor is attended by no such dangers, 
and is a boon that any agent who possesses it 
should prize and utilize constantly. It is a 
potent lubricator. It enables him to deal with 
a grim subject with cheerful warmth and light- 
ness. It arrests attention; rouses interest; re- 
believes embarrassment; stimulates good fellow- 
With it we can paraphrase the old pro- 
“A humorous answer turneth 





wounde 
wounds. 





ship. 
: : 

verb as follows, 

way wrath.” 


GENIUS 
Genius and hard work are two different 
Genius without labor is impotent; and 
so industrious tortoise wins the race which the 
idle and indifferent hare throws away. But the 


things. 





“Mr. G., the profit on a banana split a day or 
the price of a cigar takes the IF right out of 
your business program. Live and you clear 
the properties yourself, and later convert your 
term policy, when it best suits your convenience. 
If you die, the company hands the wife clear 
titles to home and shop, carrying a good rental 
income. He signed up at once and is already 
looking forward to “early conversion.” 
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man of real power is the one who has both 
genius and industry. 
SKILL 

Some of the busiest people in the world ac. 
complish nothing worth while. 

The agent who says, “My success is due 
wholly to the fact that I work hard,” fails to 
give the real reason for his success. A man 
can work hard and fail. The man who succeeds 
must work hard. That ‘goes without saying 
Put he must also work zwe//. It’s the character 
of a man’s work that tells. It’s more a matter 
ot quality than of quantity. 

\ scrub-woman may be very industrious, byt 
will that make her a pianist? 

The college professor may be an excellent 
teacher, but will that make him an expert 
aviator ? 


THE CREATIVE Facutty 


No spiritual joy is so intense as that which 
results from the exercise of the creative faculty, 
Without it, the painter, the sculptor, the com- 
poser, the poet, the novelist, and the inventor 
would accomplish little. ~ 

Its chief value to the agent lies in the fact 
it stimulates his imagination; increases his 
enthusiasm, and enables him to arrest the atten- 
tion and rouse the interest of his customers. 


TEMPER 

Every agent is sorely tried as he goes through 
life. People are unreasonable, aggravating, 
irritating, antagonistic, indifferent, captious, in- 
consistent, suspicious, or procrastinating, accord- 
ing to their varying dispositions. And the agent 
must have an even temper or he will antagonize 
those he wishes to bend to his will. 

Nor is this all: his temper must be such that 
his composure will never be disturbed. If any- 
one is to get hot under the collar it must be the 
other fellow. The agent may at times exhibit 
righteous indignation and seem to be excited, 
but that must be on the surface. Underneath 
there must be watchful composure. He must 
never lose his self-control. 


Worry 

Worry if it becomes a chronic condition is 
deplorable. But it is beneficial 1f it continues 
until its cause is removed; for then it will be 
replaced by confidence, efficiency and _ satis- 
faction. 

If you have a toothache, it will be a good 
thing for you to worry until you are driven to 
the dentist and have the tooth out. It is be- 
cause the fire burns that the child avoids it. 

If the unsuccessful agent didn’t worry, he 
wouldn’t try to find out the reason for his fail- 
ure. But if his worry impels him to examine 
himself, he may find out wherein he has gone 
astray. And then, if he corrects the evil, he 
will stop worrying. 


FoLtow1nc THROUGH 
The agent must, like the golfer who wants 
to make a long drive, “follow through.” He 
will not be paid for interesting people in life 
insurance, or for creating in their hearts a de- 
sire to possess it. He will be paid only for get- 
ting them to take it. 





When to See a Prospect 

What is the best time of the day at which 
to see a man and talk insurance to him? 

Is it during the luncheon hour? 

Is it at his home right after the evening meal? 

Is it in the morning just before lunch when 
the first routine of the day has been gotten 
through with and things are just sort of wait- 
ing around until it is time to go out and eat? 

Among insurance salesmen it is possible to 
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nd men for all these various periods at which 
to approach prospects, but a careful inspection 
of the methods used by a number of particu- 
larly successful salesmen reveals the interesting 
fact that these particular salesmen are ad- 
yocates of no particular hours when they try 
to tackle prospects but are up and at ’em at all 
hours of the day and evening. 

“To my mind,” said a successful Middle 

Western salesman, “the best time to talk in- 
surance with a man is whenever you can get to 
him and get his attention. Such a time may be 
during the lunch hour with one man, it may be 
directly before lunch with another, it may be 
in the middle afternoon with another man. Just 
because some certain men may be in a more 
genial mood directly after lunch or dinner and 
may, for this reason, be more likely to give a 
thoughtful hearing to the insurance salesman 
is no sign that the same thing holds true with 
a majority of men or even with a good percent- 
age of all prospects. Imagine, for instance, 
what sort of trouble the salesman would get 
into if he determined that the best time to ap- 
proach all prospects on the subject of life insur- 
ance was directly after they had eaten and, 
following out this idea, he tried to sell life in- 
surance to a half dozen dyspeptics all in a row! 
The best time, to my mind, is, as I say, when- 
ever you can get the attention of a prospect 
and get him interested in the proposition.” 

Another successful seller of life insurance 
talked about his methods of approaching men in 
this way: 

“There may be some particular time of the 
day when the majority of men are more likely 
to give a good hearing to a life insurance 
proposition, but why in the world limit your 
time by trying to sell insurance only at some 
such certain hour of the day? The insurance 
salesman is blessed with having more time in 
which to work than many folks. He can work 
sixteen hours a day if he wants to. And, of 
course, the more hours a day he puts in the 
more money he'll make, in most instances. But 
suppose that he decides that the only time for 
him to approach men with his insurance proposi- 
tion is right after his prospects have eaten a 
hearty meal. Right away the insurance sales- 
man who does this cuts down his possible work- 
ing hours from sixteen to three—an hour after 
each meal of the day. And right away, of 
course, the insurance salesman cuts down his 
income by just the same proportion. 

“With me,” continued this life insurance 
salesman, “the best time at which to approach 
aman means little or nothing. I keep plowing 
right ahead no matter what time of the day it 
is, and this is the way, in my opinion, to make 
the most sales.” 

Still another life insurance salesman summed 
up the whole proposition in this way: 

“The selling of life insurance is a business 
proposition and is recognized as being such by 
the great majority of men. Consequently, as 


most men are willing to talk business at any 
old time of the day or night the life insurance 
salesman needn’t hesitate about broaching the 
subject of insurance at any time and anywhere 
That’s the principle 


I work on; and it sure 
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CHANGES 


Personnel of the Old Guard Is 
Augmented 
SUPERINTENDENTS TAKE 
OFFICE 


NEW 


Oscar LaLonde Leaves Tupper Lake to 
Command Montreal District 


Many changes have 
of the Prudential Insurance 
Company and there appears to have been a 
widespread effort directed at the task of put- 
tig the right man in each district, with a view 
to keeping up the business increase which has 
heen evidenced during the past 
December 15, Charles A. Egenolf 
vanced from the position of assistant super- 
intendent in New York District Number 10 to 
the place of superintendent of District Number 
5 in that locality, holding at the same time the 
leadership in proportionate industrial net in- 
crease throughout Division A of the Prudential. 
This appointment was hailed with approval by 
those best qualified to judge and it is expected 
that the acquisition of Mr. Egenolf will prove 
a vital factor in carrying on the affairs of the 
district. 
Another 


the agency staff 


months. On 
was ad- 


met with 
LaLonde, 
who was promoted from the post of assistant 

Y., to the 
Montreal district. 


superintendency which 


universal acclaim was that of Oscar 
superintendent at Tupper Lake, N. Y., 
head of the Prudential’s new 
While at the Tupper 
established a record for production 


Lake office, Mr. LaLonde 
and earned 
the right to occupy the position now given him. 
A Canadian by birth, he 1 

among friends in the new district and will be 
able to maintain a close contact with all the 
The Prudential also 


| Seep BF 
hhimseii 


will fin 


prospects in his territory. 
opened a new Toronto district, bringing Super- 
intendent W. Hammond from Winnipeg, Mani- 


toba, to assume control of the initial venture. 


Mir. Hammond first joined the ranks of the 
Prudential forces-in Toronto and to ag 
seem to him like going 


ain work 


in that division will 
home. 

Included in the changes and promotions were 
several assistant superintendencies scattered all 
over the country, which were filled in the order 
of merit and to which the following men were 
Agent Hansler to be 


superintendent at Tenn. ; 


appointed. Frank J. 


assistant Memphis, 


James R. Conway to the same position in New 


Orleans, La.; Stephen A. Bunker to the post 
Conway to 


Minn. 


at Saginaw, Mich., and Sylvester B. 


be second command at Minneapolis, 
Other divisions where assistant superintendents 
were installed to fili existing vacancies were— 
Detroit Number 3, Mich.; Ashtabula, 
Cincinnati, Ohio. 


in the order named, by 


Ohio, 
positions 
Arthur W. 


were 


West, 


and These 


filled, 


and it will undoubtedly 
bring equally good results for other agents.” 

Don’t limit Sell insurance 
all the time. 


brings results for me, 


your possibilities. 
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taken place recently in 


Harry C. 


Grummitt and Edward T. Volker, 
the last mentioned worker having entered the 
Cincinnati field in 1920 and being promoted to 
the present office of assistant superintendent in 
November 27 of this year. 

The staff of the St. Louis Number 3 Dis- 
trict has been celebrating the ins anni- 
versary of Agent Albert Roussell’s advent into 
the field forces of the Prudential. Mr. Rous- 
sell was presented with thirty-five applications 
by his fellow-workers, all of the applications 
being issued to his credit, and in addition re- 
ceived a certificate emblematic of his long years 
of service with the company. 

The ranks of the Prudential Old Guard were 
strengthened by the addition of agents Avery 
pies ity of Peoria, Ill., and Arthur Traver 
of Catskill, N. Y., who have each completed 
ae years of service and are entitled to 
membership in Class E of this branch of tl 
Class B of the Old 
Guard had its numbers increased by the en- 
trance of agents Malcolm J. Greenwell, Joseph 
S. Christy, William Lautenschlager and Joseph 
Kessler. 


ne 


Prudential’s organization. 





“Acres of Diamonds”’ 


Adapted Nret M. OLsen 


Many of our readers may have heard Dr. 
Russell H. Conwell, the famous Philadelphia 
preacher, deliver his wonderful lecture, “Acres 
of Diamonds,” and most of them will be fa- 
miliar with the story selected by Dr. Conwell 
for the opening of his lecture, relating how a 
contented and prosperous man, a Persian named 
Ali Hafed, grew dissatisfied because he became 
possessed of a desire for great riches, how he 
left his home and wandered through many lands 
in search of diamonds, the most precious stones 
man had knowledge, and how he 
life in despair, unsuccessful, 
and the story goes 
how the man to whom he had sold 
meantime discovered, on the 
Hafed had left, what be- 
came known as the Golconda diamond. mines, 
of precious stones re- 
corded in human history. 

Of course, Dr. Conwell’s message is this, that 
or even riches, are most 
likely to be reac be his vocation 
what it may, who puts his heart and enthusiasm 
into the task which is at hand, wherever it may 
man who believes that 
only by great wide world, 
searching for phenomenal things, can he achieve 
content or the riches for which 
he longs, and it has often seemed to me that the 
man working on a weekly premium debit fur- 
nishes one of the best illustrations to this effect 
and that many agents are kept from their full 
measure of success because they fail to realize 
that, 2s our daily work in this business 
is concerned, a debit is a gold mine and 
may well be transformed into “Acres of Dia- 
jewels represented by the satisfac- 
through rendering service to our 
by the consciousness of being use- 


of which 
finally ended 
poor and broken-hearted; 
on to relate 
his farm in the 
very farm which Ali 


the richest depository 


4 Foals se anal rat > 
usetuiness and content, 


hed by the man, 
be, rather than by the 
going out in the 
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isciuiness oF 


as fat 


truly 


1. 41 
monds,” the 
tion gained 


fellow men, 





ful to society, by the financial remuneration 
received, and in many other ways. 

I have often said, and I literally mean it, 
that if I were to start to-morrow in an effort 
to make my living as a weekly premium agent 
and if I could not obtain a commission for col- 
lecting a debit, I would collect one for nothing 
in order to get the introductions which would 
lead to new business. Sounds a little out of 
reason? Well, to prove that the statement is 


not as crazy as it may appear at first sight, and . 


for the benefit of the agent collecting a debit of 
$150 or $200, let me say that during my first 
year in the business, starting with a debit of 
about forty dollars, I was paid for collecting the 
debit the sum of $415.46, but through collecting 
the debit I was enabled to write new policies 
on which my commission amounted to $1237.85 ; 
would it have paid me to collect the debit for 
nothing and to accept the $1237.85 as my entire 
remuneration? Assuredly yes, as my previous 
income was eighteen dollars per week. Again, 
compare that with conditions of to-day ; now the 
average man during his first year probably re- 
ceives as much as $1200 for collecting a debit 
and he should, if he properly sees and uses his 
opportunities, make a great deal more than that 
in commissions on new business. However, 
and inasmuch as all this may sound like gener- 
alities, let us “get down to brass tacks” and I 
will try to show you just how an average agent 
can make his debit look like “Acres of Dia- 
monds” during 1923. 

Resolve that you will, during the first week of 
next year, make it your business to see every 
policy entered on the first ten pages of your 
collection book; during the second week you 
will see every policy entered on pages II to 20, 
and sd on until you have reached the end of the 
book. Now what does it meamto actually see 
every policy? Literally a thousand things. 
Of course, there are none so blind as those who 
will not see; you must look with eyes and mind 
wide open, alert and receptive, and you must 
“talk it up” while you are looking, and don’t 
forget to give to your policyholder this reason 
for wanting to see the policies: that you want 
to render any 
And have it in your heart and mind to do just 
that, if the opportunity for service is there, and 
whether or not it means the writing of new 
insurance. Ail that you want in order to write 
insurance is prospects, is it not? How do we 
get prospects? By talking to people and thereby 
getting leads. Before you are half through 
your book you will have unearthed, by seeing 
and examining the actual contracts already in 
force, by talking to the policyholder about the 


service that may be possible. 


many things suggested thereby, a thousand 
leads; don’t say you don’t believe it, just try it. 
I have tried it for thirty years and I know by 
experience, and I know that you will find the 
work pleasant as well as profitable. 

Of course, you will pay dividends while you 
see these policies, make the most of that splen- 
did opportunity and improve your condition of 
account while you do it. Of course, you will 
see that changes in beneficiaries are needed here 
and there; you will make a friend of the policy- 
holder by so advising and you will receive such 
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confidential insight into the affairs of the 
family as will enable you to suggest, under the 
most favorable conditions, where additional pro- 
tection should be placed. You will learn about 
deaths and about marriages, about adversity 
and about prosperity in the family, and don’t 
forget that all talk leads to prospects for insur- 
ance, provided you are a real insurance adviser 
and that your conduct has invited the confidence 
of your policyholder. And how human those 
confidences are, and what wonderful opportu- 
nities they give us to spread a little kindness 
while we pursue our work! Surely, this business 
of ours gives us a special opportunity to live 
up to the Golden Rule and to make the world 
just a little happier for our contact with it, and 
surely no man need depart from his debit in 
search of greater possibilities. 

Work your debit—yes, and work for your 
debit, and you will understand the message 
which was in Dr. Conwell’s mind, that a man 
may be wealthy because he is contented, and 
contented because he is wealthy. Fundamentals 
don’t change much in life or in business, nor 
does human nature change much, and our most 
successful men will always be those who can 
best appeal to human nature—or shall we say 
those who appeal to what is best in human 
nature and in their fellow men?—John fTancock 
Field. 


Just Around the Corner 


Almost everyone is familiar with the truism 
that “opportunity lies just around the corner.” 
And, in the day-to-day experiences met in the 
course of modern business enterprise and com- 
merce, the saying apparently proves itself. 
Most of us, on hearing this proverbial phrase, 
are inclined to regard it as something outside 
our ken which has been formulated as a kind 
satis- 


of conversational bromide, sufficiently 
factory to perhaps a few people, but which we 
ourselves are rather disposed to look upon as 
absolutely apart from our personal needs and 
interests. Consequently, it is usually met with 
a half-smile of tolerance or is disregarded en- 
tirely. We accept the truth of the statement 
without attempting to put its meaning into prac- 
tice and without making any sort of search for 
the opportunity which, the proverb says, lies 
‘just around the corner.” 

To the insurance agent the wording carries 
a peculiarly direct meaning, for in scarcely any 
other field of endeavor is opportunity met with 
so frequently and under so many varying con- 
ditions and circumstances. At business meet- 
ings, in clubs, cn the trains—almost everywhere 
—the observant insurance agent finds oppor- 
tunities which may lead to increased premium 
returns and consequent advantage. 
The chance immediately at hand is not, how- 
ever, the only point at which contact with po- 
tential business can be made, and the truly 
successful agent gives heed to the opportunity 
just around the corner. Such a man is always 
searching out new ways for adding to his in- 
come and for carrying the message of insur- 
ance into ever-widening territories and dis- 
Among the many lines of insurance 


personal 


tricts. 
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which meet the eye of the agent who seeks to 
avail himself of the opportunities found in his 
chosen work there is scarcely one which for 
genuine worth and singular advantage exceeds 
industrial insurance. 


THe BEGINNINGS OF INDUSTRIAL INSURANCE 

In selling industrial insurance the agent can 
do so in the sure knowledge that he is truly 
benefiting the insured and is working, not alone 
for his personal advancement, but for the 
greater good of the individual purchaser and, 
in a larger sense, that of the State and Nation, 
The roots of industrial insurance are laid deep 
in the soil of human development and growth, 
It is essentially a thing of the people and for 
the people. In the scheme of things it is not 
given to all of us to attain financial success, yet 
through industrial insurance a large measure of 
protection is placed within the reach of even 
the humblest. 

Commencing with the formation and opera- 
tion of the various guilds as found in the Eng- 
land of an earlier day, industrial insurance has 
increased its usefulness by leaps and bounds 
until the present finds it firmly entrenched as a 
factor in the lives of the people and in the 
wealth of the nations. Originating in the 
guilds, industrial peculiarly 
adapted to the needs of the wage-earner, for 
these old English guilds were, in their essence, 
nothing more than bands of workers, journey- 
men, merchants, etc., who met in the various 
euildhalls, or meeting places, in order to discuss 


insurance is 


ways and means whereby they could assist one 
another and at the same time raise the standards 
ot the particular craft in which the members 
vere engaged. The idea of industrial insur- 
ance, in the embryonic state, was first con- 
ceived at these meetings and was based upon 
the necessity for providing funds for burial pur- 
poses and for the immediate care of the family 
of the deceased worker. As early as 1853, the 
House of Commons favored a recommendation 
that this form of insurance protection be made 
available to all classes of workers, and in 1854 
the Prudential Assurance Company of London 
was formed in order to carry out this purpose. 
Not long afterward the English statesman, Mr. 
Gladstone, introduced a system of postal life 
insurance which was to operate on the basis of 
voluntary insurance and which was strictly a 
governmental affair. Although the plan failed 
because of the fact that no provision was made 
for solicitors, it nevertheless had good results 
and, indeed, there are still some very old com- 
panies in England whose business is entirely 
voluntary. 


Tue NEED FoR THE AGENT 

Insurance without solicitors has been tried 
and found wanting. It was attempted by the 
government of England and showed itself as 
impossible for practical purposes—so much so 
that a measure was introduced providing that 
each postal employee should act as an insur- 
ance agent. And though this was not done be- 
cause it was felt that the duties of postman 
would become subservient to those of the in- 
surance agent, it is a clear indication of the 
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less In 1904 three of 
the leading non-agency insurance companies in 
London wrote only 684 new policies, while in 
the same year one of the foremost agency com- 
panies wrote 71,874 new ordinary policies and 
674,000 new industrial policies. When John F. 
Dryden organized the Prudential Friendly So- 
ciety in this country in 1875 it was the first firm 
of its kind to do business in America, and the 
need for the agent and the opportunities which 


awaited him were taken note of and provided 


ons taught by experience. 


for. The results of this initial step are seen 
when it is pointed out that in I91r there was a 
total industrial insurance of $773,138,867 writ- 
ten and $3,424,309,841 in force, while during 
the next ten years the advance was so rapid 
that in 1921 there were in force 54,096 policies 
in forty-four industrial companies, having a 
value of $8,006,119,747. The increase for that 
vear represented 4,201,707 policies with a value 
a $8 16,267,499. 


Status oF AGENTS 

These figures necessarily are of interest to all, 
for they mean increased business for the com- 
panies and their agents and increased wealth 
for the nation at large. Since voluntary insur- 
ance proved a failure, the need of agents has 
grown in proportion to the growth of the in- 
stitution of life insurance. People do not re- 
spond to the manifest benefits of insurance 
voluntarily; there must be some impelling fac- 
tor which will bring home to them the necessity 
for taking out insurance, and this factor has 
The agent has a treble 
motive for his actions. He serves the public, 
the company, and, in the last analysis, himself. 

This threefold function on the part of the 
insurance agent is most prominently displayed in 
the sale of industrial insurance, for the people 
reached in this way are those who will be most 
benefited and who, perhaps, have least to leave 
to their families in the event of death. The 
fact that collections are made weekly at the 
homes of the workers has been, in large meas- 
ure, responsidle for the success of industrial 
insurance, for all need for recalling the amount 
of the premium or the date upon which it is 
payable devolves upon the company and the 
worker or wage-earner is relieved from anxiety 


proved to be the agent. 


cn this point. 

The insurance paid in the case of death be- 
comes a boon to all concerned, for it usually 
nables the family to defray immediate ex- 
penses and even perhaps have something left 
for education, home or future needs. The fact 
that the industrial agent also sells ordinary in- 
surance is a great asset to him and to the 
company whose representative he is, for many 
ordinary policies are the result of education 
along insurance lines obtained through the me- 
dium of industrial insurance. The wage- 
earner of to-day often becomes the capitalist 
of to-morrow, and the agent who serves his 
customers faithfully will, in that event, profit 
by the efforts he has previously made and will 
be able to write ordinary and other classes of 
insurance for the particular party. Industrial 
insurance is the opportunity which lies “just 
and the agents who are 


” 
’ 


around the corner 
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JOHN HANCOCK ITEMS 


President W. L. Crocker Completes 
Agency Trip 


CLOSE RACE FOR WEEKLY PREMIUM 
HONORS 


Banquet in Boston Agency to Celebrate 
Record-Breaking Month 


President Walton L. Crocker has completed 
his nine-weeks’ trip over the United States, in 
which he personally shook hands with nearly 
every agent of the company. He was accom- 
panied by Vice-President [Elbert H. Brock, 
Associate Medical Director Ignatius Haines, 
and Assistant Superintendent of Agencies H. G. 
Wischmeyer. President Crocker considers that 
the trip was most successful and accomplished 
its purpose of building up good-will among 
those men whose business keeps the company 
alive. 

Assistant Superintendent O’Connor of Bos- 
ton forged ahead of Assistant Superintendent 
O'Connor of Cambridge in the -veekly pre- 
mium increase race, and this marks the only 
change in the leaders’ list for eleven months 
of 1922 over that of last month. Mr. O’Cornor 
is being congratulated, not only because he has 
attained the distinction of “leader,” but because 
he made that record despite the fact that he had 
only been an assistant for thirty-three weeks. 

The leaders now line up as follows: Assist- 
ant superintendents leading on weekly premium 
increase, O’Connor of Boston; on gross ordinary 
issues, Stolzman of Long Island City; on gross 
A. F. issues, Esposito of Philadelphia. Agents 
leading on weekly premium increase, Grogan of 
Stamford; on gross ordinary issues, Langberg 
of New York; on gross A. F. issues, Volpe of 
Detached assistant superinten- 
increase, 


Philadelphia. 
dents leading on weekly premium 
Knebel of New Britain; on gross ordinary and 
A. F. issues, Phelan of Fall River. 

Agents Stephen H. Lett, Detroit; Joseph C. 
Mulligan, Waterbury; Edward W. Miller, 
Newark; Thomas J. Hayes, Syracuse, and John 
R. Hopkins, Philadelphia, have been promoted 
from the agency ranks to assistant superinten- 
dents in the districts of their service. 

Assistant Superintendent Sebastian M. Lover- 
vine has been transferred from Brooklyn to 
New York, and Assistant Superintendent David 
N. Sanders, formerly of Newark, is now with 
the force in the same capacity at Elizabeth, 
Ni J: 

Agent Frank M. Quinlan of Holyoke has been 
promoted to fill the position of assistant super- 
intendent at Fitchburg. 

Agent Nicholas Sassano of New London has 
been promoted to assistant superintendent at 
Schenectady. 

Assistant Superintendent Michael Mitchell of 


engaged in furthering this branch of the in- 
surance industry know the truth of the phrase 
as applied and are constantly taking advantage 
of the items which come up in the course of 
their work. 





New York is the second assistant superinte - 


dent in the history of the company to reach the 
figure of $1,000,000 in ordinary production. He 
more than doubled his record of 1921. 
Agents Chevoor, Boston; Rooney, Brooklyn; 
Forman, New York; Schoor, Worcester, and 
\lentz of Brooklyn have qualified for the list 
of $100,000 producers. They are all well over 
the mark and hope to better their records by 
several thousand before the end of the year. 
Last month the Boston agency celebrated its 
achievement of issuing $1,024,000 in a single 
month with a banquet, which was attended by 
many of the leading executives in the home 
Vice-President Robert K. Eaton con- 
gratulated the agency and predicted that any 


office. 


man willing to work could share in the future 
prosperity of the company, whose tremendous 
growth in the last twenty veers was referred 
to as a barometer for the years te come. 
Prudential Industrial Dividends 

The letter of President Ed. D. Duffield of 
the Prudential to the industrial field staff an- 
nounces that substantial increases over last 
year have been made in permanent paid-up 
addition dividends applying to industrial pol- 
icies issued prior to 1915, and in premium 
dividends applying to policies issued during 
The div- 
applies, in general, to 
other classes. It has also been decided to 
allow special dividends on all annual dividend 
policies of all years of issue up to 1918, in- 
On issues prior to 1915, the special 
dividends will be in the nature of permanent 
paid-up additions, and premium dividends on 
issues between 1915 and 1918. There will be 
increases in the cash five-year dividends on 
deferred dividend policies, where the special 
dividends do not apply. 

Mr. Duffield’s letter to the company’s indus- 
trial field force is as follows: 


the years 1915 to 1918, inclusive. 
idend scale for 1921 


clusive. 


I have much pleasure in announcing the new 
dividends in our industrial department. 


REGULAR DIVIDENDS 

Permanent paid-up addition dividends, which 
apply to Industrial policies issued prior to 1915, 
and premium dividends, which apply to policies 
issued during 1915-1918, inclusive, have been 
allowed at scales showing substantial increases 
over those for last year. Other dividends are 
generally on the same scale as for 1921. 


SPECIAL DIVIDENDS 

In addition to increasing the regular div- 
idends, as above, it has been found feasible 
to allow special dividends on annual dividend 
policies of all years of issue up to 1918, in- 
clusive; these special dividends taking the form 
of permanent paid-up additions on issues prior 
to 1915, and premium dividends on the later 
issues. 

On deferred dividend policies, to which the 
special dividends do not apply, increases in the 
cash five-year dividends have been made. 

Details of the new dividend arrangements 
follow: 

1. Paid-up addition dividends have been con- 
tinued on an increased scale, as shown in the 
enclosed detailed statement (Form 759). It 
will be noticed that these additions apply to 
all policies (including policies paid up at age 
75) issued from 1875 up to 1914, inclusive, but 
do not apply to issues of 1915, 1916, 1917 and 
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1918, as the greater part of these policies pro- 
vided by their terms for dividends on the 
premium receipt book. These additions are 
effective from December 30, 1922. Dividend 
certificates are now in course of preparation, 
and a supply will be sent you at an early date. 

2, Policies issued in 1915, 1916, 1917 and 1918 
have been allowed a dividend equal to six 
weeks’ premiums for issues of 1915 and five 
weeks’ premium for the issues of other years, 
with an additional special dividend of five 
weeks’ premiums in each case, making the total 
dividends for the year eleven weeks’ premiums 
and ten weeks’ premiums, respectively. 

2 On regular premium-paying whole life 
policies (not including special industrial or 
special adult policies) issued prior to 1897, 
paid-up one-year term additions, as allowed 
last year, effective December 30, 1922, provide 
4 handsome further addition to the claim in 
event of death within one year from the above 
date. : : - 

4. On regular premium-paying life policies 
(not including special adult policies issued in 
1897) issued during the years 1897 to 1906, in- 
clusive, liberal additional benefits will be paid 
in event of death during the year 1923. Policies 
in this section issued in Wisconsin after July 
1, 1905, or in Maryland after July 1, 1906, will 
not receive these additional benefits, as the State 
laws prescribed a special dividend system for 
such policies. 

5, Twenty-year cash dividends will be paid 
on the maturity in 1923 of child’s endowment 
policies issued in 1903. These dividends will be 
settled by the claim department when the 
matured endowments are paid. 

6. Five-year cash dividends will be paid in 
1923 on premium-paying whole life policies 
issued in 1898 and 1903. These dividends are 
equivalent to twenty weeks’ premiums on the 
issues of 1898 and fifteen weeks’ premiums on 
the issue of 1903 and must be paid in cash if 
the policyholder so desires, but may be 
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credited on the premium receipt book if the 
policyholder agrees. In order to secure 
prompt settlement, these dividends may be 
paid at any time after January I, 1923. 

7. Special adult policies issued in 1893 are, 
by their terms, entitled to a sixth dividend addi- 
tion on reaching their thirtieth anniversaries in 
1923. The addition will be one per cent of the 
face value of the policy and will be considered 
part of the policy and subject to the same con- 
ditions and agreements. 

If the holders of policies included in the last 
paragraph so desire, the policies may be sent 
in for endorsement, but this is not actually 
necessary in any case. 

These increased dividends are evidence of 
the company’s desire to give its policyholders 
the full benefit of .the favorable conditions 
prevailing in 1922, and will, I am sure, assist 
you in your important work of conserving ex- 
isting business and adding new business to the 
books. 


American National’s Progress 


In 1922, the American National of Galveston, 
Tex., received new ordinary business amounting 
to $22,232,616, the issued ordinary having ag- 
gregated $20,006,025. The total risks in force 
at the end of the year (paid for) amounted to 
$180,500,000, an increase of about $23,000,000, 
while the assets increased last year about $2,- 
300,000 to over $14,000,000. The company re- 


ports its outlook for 1923 as being very 
promising. 

—The latest issue of the Insurance Bulletin, issued 
by the insurance department of the Chamber of Com- 
merce of the United States, deals with the property 
covered by fire insurance, automobile losses and in- 
surance, and endowment insurance. 
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Many Changes Among Managers 





LEADING AGENTS GIVEN 





Division of Several Districts to Form New 
Ones Has Been Made 


In every territory but the Great Western 
changes have occurred among the managers of 
the Metropolitan Life Insurance Company dur- 
ing the month of December. A new district 
has been created in the Empire State territory 
by the transfer of debits from the Stuyvesant 
Heights, Jamaica and Ridgewood, N. Y., Dis- 
trict to form the district of Woodhaven. 
Walter J. Shepherd, formerly a supervisor for 
that territory, has been made manager of the 
new district, to take effect January 8. 

Gastonia, a part of- Charlotte, N. C, and 
Lincolnton, a part of Spartanburg, in the 
Southern territory, have been combined to 
form the new district of Gastonia, December 
25th, under the managership of Jefferson D. 
Spicer, formerly general assistant manager at 
Charlotte, N. C. 

There are several districts in the city of To- 
ronto, Canada, and here some changes have 
occurred. Toronto East has been done away 
with; Toronto West is to be known hence- 
forth as Parkdale, and a new district has been 
created to be called Humber, all as of Decem- 
her 25. Orville B. Shortly, manager of the 
former Toronto East District, is manager of 
the Parkdale District; Charles D. Hall, 








A Thousand and One Hints 


TO AGENTS OF 


INDUSTRIAL LIFE INSURANCE COMPANIES 
By 
W. Meador 


BY THE LATE WILLIAM MILLER | 


| 
| 


Formerly superintendent of agencies of a large life insurance company 

This is one of the most instructive little works for canvas- 
sers in the life insurance field, and it has proved its worth 
by passing through nine large editions. A reprint of the 
eighth edition of this book has been issued by The Spectator 
Company, and its lessons are just as valuable to-day as when 
first penned. ‘Thousands of agents throughout the country 
have learned their first steps in life insurance canvassing 
through the medium of this book, and what it has done for 
them it willdo for others. 

The major portion of this book consists of suggestions as 
to the best methods of success in writing business; what 
occasions should be sought and what avoided for a presen- 
tation of the subject of insurance; what to do and how to 
do it; in short, how to get at a man and secure his application. 
The book is written in a plain, straightforward manner, 
free from technicalities, and is valuable alike to the raw 
recruit and the veteran. 

fhe Eighth Edition of THE ART OF CANVASSING is 
most handsomely printed and bound in red flexible binding, 
the size being convenient for the pocket. 


Prices: 


This work, prepared by a manager of wide 
activities in the industrial field, shows through 
a series of conversational talks how an agent 
should start his canvass, keep up collections 
and overcome objections to a proposition for 
industrial life insurance. 
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assistant manager in the Toronto Center Dis- 
trict, has been promoted to be manager in the 
new district of Humber. 

The Southwestern territory has one change. 
The district of Westport in Kansas City, Mo., 
has been divided and a new district created to 
Pennway, effective January T. 
Francis J. Campbell, manager at Tulsa, Okla., 


be known as 
has been transferred to the new district, and 
filled by the 
promotion of Joseph W. Westbrooks, an assist- 
ant manager at Chattanooga, Tenn. 

In the New England territory, there 
been but one change, that of the promotion of 
William I. Mellom, assistant manager, What 
Cheer, R. I., Attleboro, Mass. 
to succeed Joshua B. Platt, resigned. 

The Middle Atlantic and Middle West terri- 
In the former, 


the vacancy in the Tulsa District 


has 


to manager at 


tories have each a new district. 
Newark, N. J., been divided and Clinton 
Hill District created December 2:, 


C. Walton, 


has 
with Louis 


formerly assistant manager in 


Newark, to be manager. One other promotion 
occurred in this territory: Guv M. Rucker, 
general assistant manager for the territory, 


was made manager of Irvington, N. J., to suc- 
ceed M. A. Porter, 
Ind., wi 


deceased. 


Muncie, is. divided December 18 
and the new district of Anderson created, with 
Robert L. Radford, man- 
ager at Shelbyville, 

In the country at large, 


net gain ordinary business, 


formerly assistant 
Ind., manager 

including the Pacific 
Coast, in average 
1 


per man, per month, for the year to and in- 
cluding the week of December 4, the ten lead- 
Oak Park, IIll., Gabriel 


ing districts were: 
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Dunkleman, manager; Newport, R. I., T. F. 
Murphy, manager; Rockaway, N. Y., B. H. 
Ledner, manager; Belle Isle, Mich. J. A. 
Blake, manager; St. Clair, Mich., W. C. Mar- 
manager; Bushwick, N Y., John Gold- 
thorpe, manager; Stuyvesant Heights, N. Y., 
Bi. Wolverine, Mich., 
Peter Monahan, manager; Delmar, Mo., Nor- 
man Schiffrin, manager: Ridgewood, N. Y., 
David Rudberg, manager. 

The ten leading districts in the country at 
large in average industrial increases per week, 


tin, 


Stieglitz, manager; 


per agent, for the year to and including the 
week of December 18, were: Clinton, Mass., J. 
FE. O’Connor, manager; Delmar, Mo., Norman 
Wabash, IIl., 
l‘inder, manager; Chattanooga, Tenn., Walter 


Schiffrin, manager; Sigmund 


Benziger, manager; Superior, Wis., C. S Mc- 


Cumber, manager; Waltham, Mass., T. F. 
Neelon, manager: Stamford, Conn., H. S. 
Hodgdon, manager; Imperial Valley, Calif., 


A. H. Spencer, manager; Everett, Wash., Ed- 
ward Weiner, manager; Topeka, Kan., Harry 
Wood, manager. 

In industrial gross increase for the year, to 
18, the 
ten leading agents or agents unattached were 


and including the week of December 
as follows: 
Novos Te 


Benjamin 


Philip Hochstadt, agent, West End, 
IK Arlein, agent, Newark, N. J.: 


Silber, agent, Bristol, Pa.; J. H. 


\vers, agent, Piedmont, Ga.; F. G. Lentini, 
agent unattached, Waltham, Mass.: W.. T. 
Raines, agent unattached, Des Moines, Ia.; 
Henry Kalkstein, agent, West End, N. Y.: 


Carmelo Albanese. agent unattached, Knicker- 
hocker, N. Y 


Damiana Licata, agent, Knick- 


Thursday 






erbocker, N. Y.; Joseph Feibus, agent, River. ™ 
Of these ten men, five were ip @ 


NOY: 
New York city, in the Empire State territory, 
C. L. Grinnell, agent, Newport, R. L; S, S 


side, 


Sirkin, agent unattached, Los Angeles North, 7 
W. R. Chasse, agent unattached, | 
Waterville, Maine; George Davis, agent un. 9 
attached, Yorkville, N. Y.; Philip Hochstadt, : 
agent, West End, N. Y.; A. J. Dubuc, agent : 
Peter Pola. @ 
kowski ,agent, St. Clair, Mich.; John Wach, 4 


Galits pe 


unattached, Woonsocket, R. I.; 
agent, St. Clair, Mich.; S. B. Fuller, agent un- 
attached, 


the year to and including the week of Decem- 
ber 4. 


Prudential Eliminates Three-Cent 
Policies 


President 


to the industrial field force announces 
that the company has eliminated the three-cent 
industrial policies, and that hereafter industrial 
policies only with a weekly premium of five 
cents or more will be issued. This change he 
states is due to changed conditions, which have 
greatly reduced the number of applications for 
these classes of policies and the company, there- 
fore, felt that they were no longer necessary, 
Notice is also given of the withdrawal of the 
industrial payment life 
policy. The adult twenty-year payment life 
policy will continue to be issued as heretofore, 


infantile twenty-year 
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Gain in interest income over last five years 
Gain in income over last five years 
Gain 
Gain in Insurance in force over last five years 
Average gain over last five years. 
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It is the last word in 


SERVICE 





GLOBE 


MUTUAL LIFE 
INSURANCE | 
COMPANY 
OF CHICAGO, ILL. | 

RESULTS FOR 1921 


in admitted assets over last five years................ 


The above figures are the results of the highest grade of service 


The latest is 


Claims Paid By Telegraph 


T. F. BARRY, President, General Manager and Founder 


Director, 
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HARPER’S LIFE INSURANCE LIBRARY 


Analyzing Life Situations 
for Insurance Needs 
By Griffin M. Lovelace 


Selling Life Insurance 


Selling Life Insurance 


Second Vice-President, Equitable Life Assurance Society 


PRICE, $3.75 Delivered 


By Dr. John A. Stevenson 
PRICE, $1.60 Delivered 


House of Protection 


THE SPECTATOR COMPANY 


NOW READY 





Life Insurance Training Course 
New York University 
Price, $2.40 Delivered 


Psychology of 


Dr. E. K. Strong, Jr. 

f Life Insurance Salesmanship 
egie Institute of Technology 
PRICE, $4.25 Delivered 


Dr. John A. Stevenson 
Formerly Director 
f Life Insurance Salesmanship 


eting Objections 


Griffin M. Lovelace 
PRICE, $1.60 Delivered 
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RATE DECISION 


Powers of New York Rating Organ- 
ization Defined 


RATES UPHELD BY ATTORNEY- 
GENERAL 


Non-Board Group Have Retained Former 
Governor Miller in Fight 

The attorney-general of the State of New 
York has handed down an opinion on the ques- 
tion of the powers of the New York Rating 
Organization as limited by Sections 141 and 
14i-a of the Insurance Law. The opinion was 
rendered at the request of State Superintendent 
of Insurance Francis R. Stoddard, Jr., and up- 
holds the rules of the new organization in re- 
gard to the limitations of agencies. 

The non-board: group of companies which 
have disputed the right of the rating organiza- 
tion to enforce such rules has retained former 
Governor Nathan Miller in a legal battle to 
test the attorney-general’s decision by a court 
decision. The opinion as handed down by 
Attorney General Charles D. Newton reads in 


part as follows: 

“Section 141 of the Insurance Law as amended 
this year deals with rating organizations generally; 
141-A with fire insurance rating organizations, and 
141-B with other insurance rating organizations, but 
not necessarily considered in this opinion;’? 141 as 
amended provides ‘the term, rate, as used in this 
section and Sections 141-A and 141-B shall include all 
of the elements and factors forming the basis for com- 
puting the consideration for insurance. Section 141-A 
in its special application to fire insurance requires ad- 
mission to rating organizations ‘without discrimina- 
tion.’ 

“The method of computing rates must be ‘reason- 
able’ It is made punishable if a member does not 
‘comply with the rates and the rules affecting such 
rates and charges of the rating organization in which 
it has membership.’ Then follows the radical change 
providing that the superintendent upon a hearing must 
adjust any fire rate after a five-year experience test 
which is ‘excessive, inadequate, unjust or unreasonable.’ 
His determination may be reviewed in the courts. 
This power, with that relative to unfair discrimina- 
tion in hazards given under Section 141, provides a 
most complete State control and regulation of fire in- 
surance rates, 

“Now if the companies, either combined in rating 
organizations or singly, are to initiate rates, subject to 
correction by the superintendent and the courts, it is 
necessary that this power should be reasonably exer- 
cised. A crying evil in fire insurance has been the 
fact that competition among the companies has often 
been for the business of the middleman, the agent or 
broker, rather than for service to the public. (See 
Merritt Committee Report Assembly Doc. No. 30, 
1911.) The result has been the payment of excessive 
commissions, the maintenance of expensive facilities, 
all tending to increase the cost of insurance to the 
public, 

Rate Factors ConTROLLABLE 


“The statute, as I have said, by its amendment, 
Provides that a rate as fixed and reviewed by public 
authority, shall include all the elements and factors 
going into what the assured pays. Obviously, the con- 
sideration or premium paid by the public is fixed by 
the rate. The rate which determines the considera- 
tion cannot be the ‘net loss cost,’ for this does not 
include the essential added elements and factors of 
‘loading.’ No company would attempt to fix the con- 
sideration paid by the assured on the basis of ‘pure 
Premium.’ The work of the rating organization only 
begins when ‘net loss cost? or ‘pure premium’ is fixed 
by the actuaries. Into the added ‘loading’ ordinarily 
80 taxes, head office expenses and profits, Taxes and 


head office expenses are almost fixed factors or ele-/ I 
j 
HI 


‘profits?’ depend upon that great variable 
Into ‘acquisi- 
tion costs’ go usually, among other things, brokers’ and 


but 
namely, 


ments, 


loading, ‘acquisition costs.’ 


agents’ commissions, expenses of fieldmen, special 
agents, branch offices and advertising. If free com- 
petition is to continue in these ‘elements and factors,’ 
it follows that ‘profits’ will be greatly affected by these 
costs alone, and the rate, of which they are a part, will 


have to be adjusted. 


Acguisition Costs 

“With acquisition cost stabilized, however, the rate 
initiated upon the basis of the additional fixed factors 
and elements will likewise tend to become constant and 
the proper margin of profit more easily ascertained by 
the superintendent under his new duty to more di- 
rectly regulate the cost of fire insurance. Surely it is 
evident that control of acquisition cost by the rating 
organization is as essential as control of any other 
factor or element going into the making up of a rate. 
Indeed, the committee of protesting companies recog- 
nizes in its communication to us ‘an acquisition cost 
factor that is generally computed to approximate 5 per 
cent of the company’s net premium.’ 

“When it is remembered that under Section 141-A 
members of the rating organizations are specially com- 
pelled to ‘comply with the rates and rules affecting 
rates and charges’ of the rating organization, the re- 
sult is unmistakable. 

“The Legislature had indicated a great change in 
the regulation of fire insurance cost and that policy 
must be given effect by an application of the statutes 
determining, as nearly as possible, the real cost. Com- 
panies are not compelled to join rating organizations. 
They are surely admitted without discrimination, if 
they are only required to do that to which all mem- 
bers alike must They may initiate their own 
rates. Once seeking membership in a rating organiza- 
tion, they must comply with necessary rules, having 
It is, therefore, my 


submit. 


in view the stabilization of cost. 
opinion that the rules submitted are lawful.” 


PATRIOTIC OF AMERICA BEGINS WORK 


Takes Over Patriotic of Dublin and Com- 
pletes Incorporation—Preston T. 
Kelsey Becomes President 


On the first of the new year the Patriotic In- 
surance Company of America took over the 
the United States branch of the 
Patriotic Assurance of Dublin, which re- 
tired from business here. The Patriotic of 
America was incorporated some time ago under 
the laws of the State of New York and the 
change will involve no alteration in the names 
of officers. The entire company will remain 
practically intact and the personnel will be that 
of the old Patriotic of Dublin. Preston T. 
Kelsey, United States manager of the Irish 
company, will continue in control as president 
of the new venture. The Patriotic of New 
York is controlled by the Sun of London. 


risks of 


Western Union and Western Insurance 
Bureau Acts 


During the coming month the joint large 
cities committee of the Western Union and 
Western Insurance Bureau will meet for the 
purpose of scttling on a means of lowering the 
cost of fire insurance in large cities. It has 
been found impossible to hold successful gather- 
ings in Chicago, due to delays and interrup- 
tions, and the projected conference will take 
place at some outside point, probably at French 
Lick Springs, Ind. 
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TALBOT, BIRD & CO. INCREASE 
REPRESENTATION 


Become United States Marine Managers of 
the Eagle, Star and British Dominions 
Company of London—Company 
Powerful in England 


Although Fred S. James & Company are 
the United States managers directing the fire 
department and also the Pluvius department of 
the Eagle, Star and British Dominions Insur- 
ance Company of London in this country, Tal- 
bot, Bird & Company announce that they have 
been appointed United States Marine managers 
for this firm. The London Company is the 
product of three mergers, namely, those of the 
British Dominions, the Eagle and the Star, 
which took place successively in 1904, 1917 and 
1918. In England the company is on a strong 
footing, being an active factor in the marine 
business of the Empire and having over £20,- 
000,000 in assets. 

The appointment of Talbot, Bird & Company 
as American marine managers for the Eagle, 
Star and British Dominions Company of Lon- 
don will add greatly to their facilities. Talbot, 
Bird & Company already represent the Spring- 
field Fire and Marine, the Universal Insurance 
and the Franklin Fire in marine and fire lines 
of business. 


Death of Oscar Rice 

Oscar Rice, secretary and general manager 
of the Western Automobile Insurance Company 
of Fort Scott, Kan., died at Fort Scott, Decem- 
ber 23, 1922, following an operation for acute 
appendicitis, his illness being of less than a 
week’s duration. 

There were only a few companies in the 
country writing automobile liability insurance 
at the time Mr. Rice launched his company, 
about twelve years ago, and he was, therefore, 
one of the pioneers in the business and has 
been an outstanding figure in Western insurance 
circles. Up to the time of his death he served 
as a member of the board of governors of the 
National Association of Automotive Mutual 
Insurance Companies. 

The Western Automobile Insurance Com- 
pany, under the management of Mr. Rice, has 
grown from a modest beginning to one of 
the strongest organizations of its class, re- 
porting assets of nearly a million dollars. The 
company has specialized on the writing of pub- 
lic liability, property damage and collision lines, 
operating on the local agency plan, with legal 
reserves and a clear surplus, according to its 
latest statement of more than $250,000. 

Mr. Rice will be succeeded by E. C. Gordon 
as executive head of the company. Mr. Gordon, 
now serving as treasurer, has been closely asso- 
ciated with Mr. Rice almost since the incep- 
tion of the company. He will be surrounded 
by the same organization of men whom Mr. 
Rice has trained to conduct the various de- 
partments of the business, and announcement 
is made that the company will continue to oper- 
ate along the same conservative lines as in the 
past. 
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CRUM & FORSTER 


GENERAL AGENTS 
110 WILLIAM STREET NEW YORK CITY 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. ¥. 
Potomac Ins. Co., Washington, D. C. 
The North River Ins. Co., N. Y. 
Union Fire Ins. Co., Buffalo, N. Y. 
United States Underwriters’ Policy, N. Y. 
Guaranty Fire Assurance Corp., N. Y. 


F. M. GUND, Mgr. Western Dept. HAROLD —_——_ Mgr. Pacific Coast Dept. 
Freeport, lilinois rancisco, California 

















RITISH AMERICA ASSURANCE CO. 
TORONTO, CANADA 


INCORPORATED 1838 


FIRE, EXPLOSION, RIOTS, CIVIL COMMOTIONS 
AND STRIKES 
UNITED STATES BRANCH 
January 1, 1922 





A iota see Rik ENR Sl aloe a aticn eink a eI $2,256,915 
ee ead titans dive sera hia cae ie Sie 1,601,086 
SE Pe ee Pe eer ee ere $655,879 


W. B. MEIKLE, President and General Manager. 








Stability with Fraternity 


The Fraternal Aid Union 


A Fraternal Beneficiary Association that Issues 
MODERN LIFE INSURANCE CONTRACTS 
ON THE LEGAL RESERVE BASIS 








Assets of Three Million Dollars 
Operating in Thirty-eight States 





SOMETHING DIFFERENT 





If Interested, address 


V. A. YOUNG, Supreme President 
LAWRENCE, KANSAS 














NORTHERN INSURANCE Co. 


OF NEW YORK 
WILLARD S. BROWN & €O., General Managers 
1 Liberty Street, New York 


JOSEPH W. BECK, Special Agent GUSTAVUS B. HOLT, Special Agt. 
56 Richton Ave.. Detroit, Mich. 72 Kilby Street, Boston, Mass. 
W. £. RAY, Special Agent FRANK G. DELA HUNT, 
Terre Haute, Ind. Special Agent 
726 Racine Street, Milwaukee, Wis. 
C. C. CRANDALL, Special Agent ERIK LINDSKOG Special Agent 
Cambridge Springs, Penn.. 7 W. Lake St., Minneapolis, Minn. 





RICHARD W. WETZEL 
1526 Bryden Road, Columbus, Ohio 
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eneral Accident 


FIRE AND LIFE 


Sy 
ga ASSURANCE CORPORATION, Lid. 


FREDERICK RICHA2DSON, United States Manager 


GENERAL BUILDING - 47" & WALNUT STs. 
PHILADELPHIA 













GOOD AGENTS 
Wanted by 


SOUTHERN UNION 


Life Insurance Company 
of 


WACO, TEXAS 
The Conservative Texas Company 





UNION HISPANO AMERICANA 


FIRE AND MARINE 
INSURANCE COMPANY 
31 SOUTH QGILLIAM STREET 
New York 
MARINE INSURANCE AND REINSURANCE 
FIRE REINSURANCE 


TELEPHONE BROAD 4478 








ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1922 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 


Cash Capital, . . . . $1,250,000.00 
Net Surplus, .. $2,840,571 
a to Policyholders, $4,090,571 
" BASTERN DEPARTMENT WESTERN DEPARTMENT 
D. President NEAL BASSETT, V.P, and Mgr. 
Pag ee W. T. BASSETT, Ass’t Manager 
e CHICAGO, ILL. 

















— GENERAL CASUALTY 

and SURETY INSURANCE 

Workmen’s Compensation, Automobile 
Health, Accident, Plate Glass, Res- 


' idence, Burglary, etc. 
Fidelity and Surety Bonds. 


ts Y 
my GENERAL CASUALTY & SURETY C0, 


WS ELMERIH. DEARTH, President 
606 Woodward Ave., Cor. Congress Detroit, Mich. 
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NEW YORK SURVEYS 

The Brokers.—We note a peculiar activity 
on the part of the brokers in connection with 
the acquisition cost and a reaching out for a 
larger membership of the brokers’ organiza- 
tion. The whole trend a while ago was for a 
very small membership in the brokers’ organ- 
ization, but now that a real crisis has developed, 
that crisis affecting the brokers’ income, a large 
membership is being striven for. This is all to 
the good—the larger and therefore the more 
representative a membership is naturally the 
more influence it will carry. 

New Sprinkler Equipments.—Bulletin No. 
1848 of the sprinkler department of the New 
York Fire Insurance Exchange sets forth ten 
new equipments which have just gone into com- 
mission. Their percentage grading is as fol- 
lows: Two at 50 per cent, two at 70 per cent, 
one at 75 per cent, one at 80 per cent, three at 
go per cent, one at 100 per cent. 

As to Local Losses.—Losses are running 
heavy, and where does the remedy lie? Is it 
not possible that the old wine has been poured 
into new bottles just about as long as it ought 
tobe? In other words, is there not a change in 
the character of the fire insurance business 
which the old methods are not capable of meet- 
ing? A fresh study of the whole problem ought 
to be made as early as possible. 

The Opinion.—The opinion of the At- 
torney General in upholding the Superintendent 
of Insurance in regard to his interpretation as 
to the correctness of including the acquisition 
charge in the rate of insurance is highly to be 
commended. It clears the atmosphere to quite 
an extent and leaves it up to the other fellow 
to show what he is going to do. Whatever may 
be the decision from court to court we firmly 
believe the opinion will be uphold by the Su- 
preme Court of the United States. It is quite 
useless to speak of a rate that shall be fair to 
the insured and which places no limitation on 
the amount which may be spent for acquiring 
business. 

The Insurance Institute—The Insurance 
Institute of America is preparing to mail the 
address on “Special Libraries” delivered by D. 
N. Handy, librarian of the Insurance Library 


Association of Boston to the various societies. 
‘This paper was prepared for the annual con- 
ference October 24, 1922. The Institute is fill- 
ing one vacancy on the executive committee and 
as soon as that is accomplished will hold a meet- 
ing of the committee and the officers and take 
up a large number of problems confronting it. 
The Covering Policy.—This type of policy 
we believe originated in Great Britain, although 
it was first put on the market under the title 
of a recording pelicy. The best advices are that 
it did not develop in Great Britain a very large 
demand, although when it was born everybody 
predicted an unusually early growth. While 
in the United States the movement was slower, 
there appears now to be an increased demand 
for a recording policy, although here it is called 
a covering policy. The aim, of course, is to per- 
mit the merchant to pay for insurance accord- 
ing to the average amount at risk month by 
month. That is, it aims to save him purchasing 
the maximum amount he would require at any 
one time in the year for the whole year. Of 
course he need not do this, but while he could 
purchase the amount he needs he runs into the 
short rate table, and probably the real genesis 
of the covering policy is to avoid the short rate 
table. However that may be, it apparently is 
an accepted tool in American insurance offices, 
and under our anti-discrimination laws will un- 
doubtedly mean a steady growth in its use. 


BOSTON AND VICINITY 

Insurance Library Lectures.—A course of 
ten lectures on the analytic system for the 
measurement of relative fire hazards has been 
announced by the Insurance Library Associa- 
tion of Boston. These lectures, to be given in 
the New England Exchange rooms each Thurs- 
day evening, beginning January II, promise to 
hold much of interest for the local fire insur- 
ance fraternity. They will be delivered by 
Charles C. Hewitt, State agent of the National 
Fire of Hartford. Mr. Hewitt was formerly 
employed by the Chicago Board of Fire Under- 
writers and helped apply the analytic system 
to the mercantile district of Chicago. Later as 
an employee of the Western Canada Board of 
Underwriters he became familiar with other 
systems of rating. The Libary Association 


announces that registration for these courses 
will be limited to one hundred. Registration 
cards will soon be out and lecture notes will be 
prepared for registered students. 

Traffic Congestion.— President Alfred 
Davenport has issued a letter to all the mem- 
bers of the Boston Board urging them to co- 
operate with the local police and fire depart- 
ments in relieving traffic congestion in the in- 
surance district. He points out that many cars 
are parked on Water, Central and Kilby streets 
that do not have to be parked there. This letter 
was issued as a result of several instances in 
3oston where the parking of autos interfered 
with the proper functioning of fire department 
apparatus. 

N. F. P. A. Has New Address.—The ad- 
dress of the National Fire Protection Associa- 
tion will be 40 Central street, as of January 1. 

Local Fire Hazards—The Boston Board 
held a conference with the insurance committee 
of the Boston Chamber of Commerce recently 
for the purpose of discussing local fire hazards. 

Trustees Named.—E. G. Snow, president 
of the Home; W. H. Stevens, president of the 
Agricultural; Edmund Winchester of the Bos- 
ton, A. N. William of the AZtna, and U. C 
Crosby have been named by the National Board 
as members of the board of trustees of the 
Insurance Library of Boston. 

To Represent Farmers.—As of January 1 
the metropolitan representatives of the Farmers 
of Iowa will be O’Brion, Russell & Co. 


NEW JERSEY ITEMS 


Bergen County for 1922.—According to 
agency reports the outlook for 1922, as the 
year approaches its close, is generally of a 
favorable character. While premium receipts 
in some quarters have fallen off, losses have 
not been excessive or reaching even an ab- 
normal ratio. This, together with the many 
indications of increased insurable values by 
reason of realty activities and the well-balanced 
movement relating to improved transit facilities 
between the county and Harlem, has produced 
among agents and underwriters a strong feel- 
ing of confidence in the future of Bergen 
county. 
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Iowa State Traveling Men’s Association 


‘Oldest and Best’? 


Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to May !, 1923, for $2.00 


Write tor Application Blank 
H. E. REX, Sec’y-Treas. DES MOINES, IOWA 
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“The Leading FIRE INSURANCE Co. of America 


WM. B. CLARK, President 


More than a Century of Service 


Fire Rental Value T ourists Bag opage 

WY Evatete Use and Occupancy Salesmen’s Samples 
Automobile Profits T ansit Ploate rs 

Tornado Sprinkler‘'Leakage Automobile Truck Transit 
Rent Registered Mail Explosion 

Leasehold Parcel Post Riot and Civil Commotion 


Losses Paid over $210,000,000 











E. KIMBALL, Pres't GUY E. WELLS, Vice-Pres't WM.C. DOOLITTLE, Asst. Sec-Treas. 


CLEVELAND NATIONAL 


FIRE INSURANCE CO. 
CLEVELAND, OHIO 


Because it is a human institution, an Insurance Company cannot be greater nor better 
than the men—officers and agenta—engaged i in its service. 

That service is a public one, for upon these men the property interests depend for the 
protection the Company furnishes 

There must be efficiency of the highest order and efficiency rests upon close and intelli- 
gent a between management and agents. 

With all the facilities it can extend to agents, the CLEVELAND NATIONAL guar- 

antees this character of co-operation to them 

IF YOU WANT THAT KIND OF COMPANY YOU HAVE A PLACE IN YOUR 
AGENCY FOR THE CLEVELAND NATIONAL. 


ARCHIBALD KEMP, Sec.-Treas. and Manag. Underwriter. 

















Great American 
Fusurance Company 


New Pork 


!{NCORPORATED - 1872 


STATEMENT JANUARY 1, 1922 


CAPITAL 


$10.000.000.00 


RESERVE FOR ALL “OTHER LIABILITIES 


20,592.997.95 


iY SURPLU 


12, 213,010.92 
42.806.008.87 


133,275,321.56 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 31, 1921 


United States Government Bonds 
owned by the Company equal its 
Capital Stock of $10,000,000 


Home Office, One Liberty Street 
New York City 


Western Department Pacific Department 
WALTER H. SAGE, Gen’] Mer. GEORGEH.TYSON, Gen’l Agent 
W. L. LERCH, Manager 210 Sansome Street 
76 West Monroe St., Chicago, Ill. San Francisco, California 
Boston Office 


ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass. 


Marine Department 


WM.H. McGEE & CO., Gen’! Agts 
15 William Street, New York City 
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JOHN Cc. BARDWELL, President 
3 NORWINE, Vice-President 
whi SCHROEDER, Vice-President 
WEYMEYER, Vice-President 
VicToR J. MILLER, Secretary 
GEO. M ‘eat Asst. Secretary 
CHAS. DAVIS, Asst. Gen. Mgr. 
gr DECK, Asst. Treasurer 
R. . TIMM, Auditor 


The Liberty Fire 


Insurance Co. 
OF ST. LOUIS, MO. 
Statement Dec. 31, 1921 





ASSETS 
nee beans .eeeees $66,000 
Bonds. . bean 694,409 
Stocks. . Le Raleelceien sama te= Oe 
Cash. yaa dire Cm ee 
Agents Balances. . oe 
Interest ee 16,748 
Other Assets. 12,194 
$1,002,702 
LIABILITIES 
Unearned Prem. Reserve...... $432,147 
Unadjusted Losses. . ere el 
Other Liabilities. . sees  Gb,O09 
Capital Stock.. "$200, 000.00 
Net Surplus.... 177,845.00 
Surplus to Policyholders Bal eats 377,845 
$1,002,702 
Results Since January 1, 1922 

Increase in Assets. $66,309 
Increase in Reserve........... 103,071 
Decrease in surplus..... 66,940 

















“Superior Service Satisfies’’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 


J.D. C. MILLER, Secretary 





Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Capital.. . $ 700,000 

Surplus to Policy 
Holders....... 1,450,401 

ee 3,509,765 














YALE READINGS IN 
INSURANCE 


Two Volumes Embrace Numerous 
Lectures at Yale University 





PERSONAL AND PROPERTY 
ANCE COVERED 


INSUR- 





These Books Were Edited by L. W. Zart- 
man and Revised by W. H. Price 

The lectures delivered before classes at Yale 
University upon insurance subjects were well 
received and have been widely read by students 
of the business. The lectures were edited by the 
late Professor L. W. Zartman, and subsequently 
revised by Professor William H. Price. The 
lectures are issued in two volumes, one being 
devoted to Personal Insurance (life and acci- 
dent), while the other relates to Property In- 
surance (marine and fire). These books have 
gone through several editions and the latest 
printing has just been completed. 

The volume devoted to Personal Insurance 
has several general divisions treating of life 
insurance theory, life insurance history, net 
premiums, expenses, the reserve, surplus and 
dividends, life insurance contracts, regulation, 
assessment and fraternal insurance, burial in- 
surance and workingmen’s insurance. Dis- 
tributed among these various general subjects 
are thirty chapters contributed by such well- 
known men as Irving Fisher, A. H. Willett, J. 
M. Holcombe, Cornelius Walford, L. W. Zart- 
man, M. M. Dawson, Henry Moir, Gustavus 
W. Smith, John K. Gore, W. D. Whiting, W. 
H. Price, D. H. Wells, L. G. Fouse, John B. 
Lunger, Jacob L. Greene, W. S. Nichol, John 
F. Dryden, W. F. Moore, Henry R. Seager and 
Henry W. Farnam. 

The volume on Property Insurance treats 
of marine insurance, the history of fire insur- 
ance, the theory of insurance, fire insurance or- 
ganization, fire rating, fire insurance contracts, 
fire insurance finances and prevention of losses. 
There are twenty-two chapters touching upon 
various aspects of fire, marine and steam boiler 
insurance, by such competent contributors as 
Solomon Huebner, A. A. Raven, R. M. Bissell, 
F. C. Oviatt, A. H. Willett, M. M. Dawson, A. 
F. Dean, F. H. Kitchin, L. W. Zartman, F. C. 
Moore, D. A. Heald, A. W. Whiting, Edward 
Atkinson and A. D. Risteen. 

The two volumes are handsomely bound in 
Oxford blue cloth, and will be supplied at $3.50 
per volume, delivered, with liberal discount 
when ordered in quantities. Persons ordering 
a single volume of “Yale Readings in Insur- 
ance” should specify whether that devoted to 
Personal Insurance or to Property Insurance 
is desired. Orders will be filled by The Spec- 
tator Company. 





Des Mornes, Iowa, January 2.—Attorney- 
General Gibson in his annual report to Gov- 
ernor Kendall of Iowa states that 70 per cent 
of the automobiles stolen in Iowa are recov- 
ered. Out of 989 cars pian between March 
I, 1921, and December 1, 1922, 687 were recov- 
ered. They are valued at $201,400. 
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THEATER MUTUAL BEING FORMED 


Frank L. Travis Active in the New 
Organization 

Many of the moving-picture people have 
claimed that they cannot obtain the complete 
protection they desire for their theatres, booths 
and films, and, in order to fill this want and 
give them the coverage they appear in need of, 
the Theatre Mutual Insurance Company is 
being formed in Kansas. 

Frank L. Travis, the retiring superintendent 
of insurance in the State, is actively engaged in 
the organization of the new company, and is 
expected to devote all his time to the project 
as soon as he relinquishes his present office. 
On business. now provided for by the stock 
companies, the Theatre Mutual will quote field 
rates, and for other lines it will establish 
ratings of its own. 





Death of Ralph Whitehead 

After being confined to his home for several 
years because of paralysis, Ralph Whitehead, 
seventy-one-year-old insurance agent, died in 
Wheeling, W. Va., during Christmas week as 
the result of a third stroke of the malady. 
Coming to Wheeling at the age of six, Mr. 
Whitehead spent his life in that city, and, dur- 
ing his insurance activities, organized the 
Ralph Whitehead Company, which later be- 
came Ralph Whitehead & Son. Although he 
was originally a native of England, he served 
as a drummer boy in the Federal army during 
the Civil War 








69th 
ANNUAL STATEMENT 


JAN. Ist, 1922 


$1,000,000.00 
7,518,599.03 
4,877,687.25 


eo 
Piss b4 sxx 
Liabilities. .... 


Net Surplus to 
Policyholders. 2,640,911.78 


Fire, Marine, Windstorm, Automobile, 
Sprinkler Leakage, Riot, and 
Explosion Insurance 





New York State 
F. F. Buell, General Agent, Troy 
E. J. Parmelee, S. A., Syracuse 
H. H. Porter, Watertown, N. Y. 
New England 
om. Shaw, Gon Agent, 116 Milk St., Boston 
. H. Landon, S. A., a Mass. 
Middle Dep 
E. A. Morrell, S. A., 205 Wainut Place, Phila. 
Northern New Jersey 
Jas. J. Garland, S. A., 514 Eighth , Bklyn. 
New York Suburban 
W.P.Phillips, Exec.S. A., 1506 E.17thSt., Bklyn 

















THE SPECTATOR 





Thursday 





———— 





THE EUREKA LIFE INSURANCE COMPANY 


BALTIMORE, MARYLAND 


Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOHN C. MAGINNIS, President 
J. BARRY MAHOOL, Vice-President 


JOSH. N. WARFIELD, Jr., Sec’y & Treas- 
J. HOWARD IGLEHART, Medical Directo 











C. A. CRAIG, President N. H. WHITE, 3rd Vice-President 
W. R. WILLS, Vice-President E. B. CRAIG, 4th Vice-President 
T. J. TYNE, 2nd Vice-President C.R. CLEMENTS, Secretary and Treas. 


TheNational Life and Accident Insurance Co. 
OF NASHVILLE, TENN. 


Combination Policy of Industrial Insurance Covering 
Sickness, Accident and Death 


$150,000.00 
Deposited with Treasurer of Tennessee 








“3 iw]? 
LIFE 
HEALTH 
ACCIDENT 


QNE OLICY 
NE * REMIUM 
—PAYS— 
DOUBLE DEATH 
BY ACCIDENT 


Loss of Hands, Feet, 


- yes 
q “a =| Permanent Disability 

HOME OFFICE, SEATTLE, U.S.A. 

Reliable Representatives Wanted 


Admitted: Assets, Jan. 1, 1922 
RN $3,207,539.00 





INSURANCECO. 
Northern Life Building 
SEATTLE, U.S.A. 








D. B. MORGAN 


— Benefits sa 
President onthly I ademnities 








| COMBINATION 
ONTRACTS 


Sickness or Accident 














‘‘Keep Southern Money at Home’’ 


YOUNG MAN: If you are already successful but looking for 
larger opportunities, Investigate the Field, Policy Contracts, 
and Commissions of ‘‘The Best Company In Dixie’ and We 
Will Grow Together. 


E, C. HINDS, President 


Gtton States 


LIFE INSURANCE CO-memenis) 
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LIFE INSURANCE Co. 


CONTRACT 
TERRITORY '| 


{GOO 


CBRobdins, CE. Svaboda, Secy 


Pres. 






a nn nan mn 


COMPANY] 
' FOR GOOD MEN : 


N HOME OFFICE : CEDAR RAPIDS, IOWA] 
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Federal Surety Company 


Home Office, Davenport, Iowa 


Began business July Ist, 1920 
Licensed by U. S. Government November 20th, 1920 


An Institution of Service 


Writing Fidelity and Surety Bonds, Accident and 
Health Insurance. Burglary, Larceny, Theft and 
Hold-up Insurance. General Liability and Ele. 
vator Insurance. Automobile Liability, Property 
Damage and Collision Insurance. 


Workmen’s Compensation 
We are well equipped to serve Agents of the Mis- 
sissippi Valley—Correspondence Solicited. 


W. L. TAYLOR 
Vice-President and General Manager 


OAKLEY H. BEYER 
Superintendent of Agents 














A Good Book 
for Life Men-- 


“Life Insurance and How to Sell It” 
Price, $1.00, Postpaid 





ABSORBING AND INTERESTING, 

containing life insurance salesmanship 
—methods, plans, and suggestions from the 
must successful salesmen. You will find this 
compilation of experience of star producers a 
constructive help in selling more life in- 
surance. 








THE INSURANCE FIELD COMPANY 
Incorporated 
P. O. Box 617, Louisville, Ky. 


Find enclosed check for $.......... for which send to my 
address one copy of Life Insurance and How to Sell It. 
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L. & L. & G. PROMOTIONS 





R. H. Williams Becomes Deputy 
Manager 





J. D. SIMPSON ADVANCED 





c, L. Purdin Continues in Position of 
Assistant Manager 

The appointments of Robert H. Williams as 
deputy manager and J. D. Simpson as assistant 
manager have been announced by the New 
York managers of the Liverpool and London 
and Globe Insurance Company. These ap- 
pointments are to take effect January I, 1923. 
Charles L. Purdin, at present assistant manager, 
will continue in that capacity. Mr. Williams 
will retain secretaryship of the Star Insurance 
Company of America. Mr. Simpson gains the 
title of assistant secretary of the Star. 

Mr. Williams has risen rapidly in the ranks 
of his company. He was a State agent in Ten- 
nessee and later in Western New York before 
coming to New York. He was called to the 
home office here to occupy the post of assistant 
deputy manager, later becoming assistant man- 
ager. 

Mr. Simpson has occupied his entire career 
in the service of the Liverpool and London and 
Globe, having started in at the Glasgow offices. 
He was frequently transferred to positions of 
added responsibility in Edinburgh, Dublin, Bel- 
fast and Liverpool. He came to Montreal in 
1915 as deputy assistant manager, went from 
there to Toronto and came to Newark in June, 
1922, to assist in the work there. 


SUPERIOR FIRE TAKES OVER 
GUARDIAN BUSINESS 
Ashton Jenkins to Establish Agencies in 
Utah and Idaho 
The Guardian Fire Insurance Company of 
Salt Lake City has been absorbed by the 
Superior Fire of Pittsburgh, and the latter will 
assume the outstanding liabilities of the Utah 
company. The merger was completed through 
Ashton Jenkins, Utah general agent of the 
Superior Fire, who will now place the Superior 
lines in what were formerly Guardian agencies 
in Utah and Idaho. 
The Superior Fire recently increased its 
capital to $800,000 and will pay its coming div- 
idend with that sum as a basis. 


WESTCHESTER FIRE ENTERTAINMENT 
Employees Hold Holiday Dance—Social 
Organization Proposed 

A buffet supper, dancing and a musical pro- 
gram were features of an entertainment given 
by the employees of the Westchester Fire on 
last Friday evening. The gathering was held 
at the home offices of the company and em- 
ployees and their friends came to make merry. 
The musical program was furnished by mem- 
bers of the office force and the evening passed 
all too quickly for those present. 

The entertainment on Friday followed one 
given by the company to its employees some 
time ago and this time the arrangements were 
made by the office workers themselves. The 
meetings have proved so popular that sugges- 
tions have been offered regarding the formation 
of an employees’ social organization expressly 
for the purpose of getting up such entertain- 
ments. 


FIFTY PER CENT ASSESSMENT 


Policyholders of Motor Car Mutual Called 
Upon for Large Sums 


Francis R. Stoddard, Jr., 
tendent of Insurance, has leveled upon the 
policyholders of the Motor Car Mutual Fire 
Insurance Company an assessment of 52 per 
cent of the premiums written in their 
policies and has called 10 per cent for im- 
mediate payment for the purpose of paying 100 
per cent of all debts and winding up the affairs 
of the company. 

The report of the Superintendent provides an 
equitable plan for levying and collecting the 
assessment. The plan gives the policyholders 
an opportunity to have the expense of collecting 
the assessment, further expenses of liquidation 
and interest on the debts. 

Max C. Reinboth was president and Walter 
B. Renton was vice-president and general man- 
ager of the company, and its principal office 
was located at 50 John street, New York, N. Y., 
when the Superintendent of Insurance took 
possession of the company and its affairs and 
removed them to the Liquidation Bureau of 
the Insurance Department at 110 William 


street. 
—The Glens Falls Insurance Company, Glens Falls, 
N. Y., has announced the appointment of L. G. Car- 


penter as special agent in the State of Illinois. 


State Superin-" 


CAPITAL INCREASE 


Queen of America Now $3,000,000 
Company 








ROYAL GROUP STRENGTHENED 





Addition to Capital Accomplished by Stock 
Dividend of $1,000,000 

The Queen Insurance Company of America, 
one of the Royal group, has by means of a 
stock dividend of $1,000,000 increased its cap- 
ital from $2,000,000 to $3,000,000. The com- 
pany announced this move last week and by it 
further strengthens its position as one of the 
great fire insurance companies. 

The original capital of the Queen when it 
began business in 1891 was $500,000. This was 
increased in 1904 to $1,000,000 and in 1918 to 
$2,000,000. The net surplus of the company 
will still be well over $5,000,000. 


NATIONAL LIBERTY MEETING PROVES 
STORMY 
Present Management Retains Confidence of 
Directors 

The annual meeting of stockholders of the 
National Liberty was held on December 26, 
and proved to be a stormy gathering, in which 
the present administration was completely vin- 
dicated and was assured of support by a vote 
of confidence. M. J. Averbeck, chairman of 
the Board, showed that such opposition as de- 
veloped could control only 2,000 of the 20,000 
shares included in the capital stock, and the 
net result of the meeting was thoroughly satis- 
factory to the administration. 

Continental Underwriters Brokerage 
Department 

The Continental Underwriters, the Phenix 
Underwriters and the Farmers’ Insurance 
Company will open a brokerage department on 
January 1 under the supervision of Fred D. 
Jones. The department will be located in con- 
nection with the brokerage department of the 
other America Fore Companies on the twenty- 
third floor of 80 Maiden Lane, New York city. 
Mr. Jones is one of the best-known brokerage 
men on the street, having had experience with 
the Frelinghuysen companies and as manager of 
the brokerage department of the American 
Eagle, Continental and Fidelity-Phenix. 
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M. J. AVERBECK, Chairman of the Board 







Head Office: 709 Sixth Avenue, New York 





Organized 1859 


Losses paid since organization over 54 millions. 
DISTINCTIVE AGENCY SERVICE IS MAKING THE NATIONAL 


C. H. COATES, President & INSURANCE ISSUED 


NATIONAL LIBERTY 


INSURANCE COMPANY OF AMERICA 


Western Dept., 207 North Michigan Blvd., Chicago 


© 








Fire Automobile |] 
Tornado Windstorm 





Rent and Rental Values 








Use and Occupancy 





Sprinkler Leakage 











LIBERTY AGENT THE MOST WIDELY ADVERTISED INSURANCE 


Explosion and Riot 








MAN IN HIS HOME TOWN. THINK IT OVER! 














Marine 


Tourist Baggage 
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CHICAGO 


Insurance Exchange 


MR. BROKER: 


Good service and complete coverage facilities are 
usually the elements which enable you to hold a cus- 
tomer’s “line” year after year. Sometimes competition 
will take it away from you; poor service always will. 


Now as to Compensation: in many cases loss cost gets 
to “competing” with premium cost, and Mr. Customer 
decides to carry his own—to “‘self-insure.” What you 
need right then is Excess service. 


Turn at once to our nearest office, send us a night- 
letter and in all probability we can furnish an excess 
policy which will “hold the line.” enabling your cus- 
tomer safely to do what he has determined would be 
eood business even without insurance. 


So you will have rendered him two-fold service. 


Employers Indemnity 


Corporation 


E. G. TRIMBLE, President 


KANSAS CITY 


NEW YORK : 


50 Pine Street 
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COMMONWEALTH 

CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 
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SOUTHERN 
SURETY CO. 


Home Office, Des Moines, Iowa 





Semi-Annual Statement, 
December 31, 1921 


(Condensed from Statement to U.S. Treas. Dept.) 


Admitted Assets.. $6,007,996.00 
eee 1,000,000.00 
re 554,375.00 


Eleven Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents 


We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 


Let the Southern Serve You 
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COLUMBIA CASUALTY INCREASES 
CAPITAL 


Also Adds $200,000 to Existing Surplus— 
Close Connection with Ocean Acci- 
dent and Guarantee 
The Columbia Casualty Company, which 
centers its efforts on surety business and on 
classes of casualty insurance other than work- 
men’s compensation, has just voted an increase 
of $200,000 in its capital and surplus. Pay- 
ing in $200,000 additional capital, the stock- 
holders have brought their company into the 
million dollar class and have also paid in $200,- 
000 added surplus which will enable the com- 
pany to extend its work even more than it has 
in the past. A young company, the Columbia 
Casualty, has been closely allied with the Ocean 
Accident and Guarantee Corporation and the 
latter, having the management under its care, 
has been able to take advantage of that fact 
by opening agencies for the Columbia Casualty 
where its own agents were already operating. 

Despite the recent formation of the com- 
pany, which took place in May of 1920, the 
Columbia Casualty has been very successful. 
Beginning with $800,coo capital and $400,000 
surplus it has forged ahead to the present high- 
water mark in its career. The new step in its 
financial advance will give it $1,000,000 paid in 
to capital and $1,000,000 to surplus. 


EXAMINATION REPORT FAVORABLE 


New York Plate Glass Makes Remarkable 
Recovery in Past Year 





The State Insurance Department report on 
the examination of the New York Plate Glass 
Insurance Company shows that the company 
is now in an exceptionally strong position. 
Dated as of June 30, the examination gives 
assets of $1,742,773, with liabilities of $888,030. 
and a surplus to policyholders of $854,742. 
The total capital since the increase of Decem- 
ber 15 is $500,000. The examination showed 
that the underwriting gain of the past three 
vears had been $187,015.96 and the investment 
gain for the same period up to June 30 was 
$295,775.06. Although the last report of the 
State Department on this company showed a 
considerable loss, due to war conditions and 
the increase in the cost of plate glass, the 
present report is indicative of the splendid 


Casualty, Surety, Etc. 








recovery made. J. Carroll French, presi- 
dent of the company, said that the end of 1922 
would show about $2,000,000 in assets and ap- 
proximately $650,000 surplus, with a capital 
of $500,000, as against a capital of $150,0co on 
January I, 1921, and practically no surplus at 
that time. The New York Plate Glass is 
among the oldest companies established for 
writing business under contracts for the re- 
placement of broken glass. 


CAPITAL STOCK NOW $1,500,000 


Globe Indemnity Authorizes 50 Per Cent 
Increase—-Stockholders Benefit by 
Such Action 
Voting affirmatively on the proposal, the 
stockholders of the Globe Indemnity Company 
have sanctioned an increase of $750,000 in the 
capital stock, which has been brought about 
by transferring $750,0co from the surplus to 
the capital. The new capitalization will give 
the Globe $1,500,000 and will prove a boon to 
the stockholders in that when the company be- 
gan business eleven years ago the organizers 
paid in $1,000,000 as surplus. The new in- 
crease will give the stockholders a part of the 
money they paid in at the formation of the 
company, returning it to the members as cap- 

ital shares. 


Mutual Receiver Appointed 

INDIANAPOLIS, IND., December 29.—Judge 
Chamberlain of the circuit court has named 
Jackiel W. Joseph, Indianapolis attorney, as 
emergency receiver for the Home Mutual Live 
Stock Insurance Company. The appointment 
was made on petition of U. S. Lesh, attorney 
general, on behalf of S. A. Coulter, deputy 
State commissioner of insurance, who declared 
that the company was insolvent. 


District of Columbia Insurance Code 

A new code has been prepared, which is 
backed by Superintendent of Insurance Burt A. 
Miller, and has been introduced in Congress, to 
govern the insurance business in the District of 
Columbia. It is very comprehensive, occupying 
148 printed pages, and covers almost all con- 
ceivable topics having a bearing upon insurance 
supervision. 














INSURANCE COMPANY 


AMERICAN 
AUTOMOBILE 


Home Office, Pierce Building 
ST. LOUIS 


Chas. W. Disbrow, President 





‘sAll Kinds of Insurance 
on Automobiles’’ 
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HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 

















Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 
American Eagle Auto- National Union New Amsterdam - 
mobile-Hartford National-Hartford Casualty Co. 
American Equitable Philadelphia Under- Indemnity Company 
British-Amer. As- writers of America 
gurance 4 q Stuyvesant Automobile Insurance 


Fidelity-Phenix 
Insurance Underwriters BROKERS’ LINES SOLICITED 





“ais Ah ay OPE EES, 
FACKLER AND,FACKLER 
DAVID PARKS FACKLER, F. A. S. 

EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 
CONSULTING ACTUARIES 

35 Nassau Street New York 


WINFIELD W. GREENE 


CONSULTING ACTUARY 
and UNDERWRITER 
Specializing in Casualty Insurance 
and Workmen’s Compensation 
35 NASSAU STREET NEW YORK 
Telephone, Rector 8482 








A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 
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J. L. MITCHELL 


te prepared to successfully negotiate and finance the re- 

Insurance or consolidation of either Legal Reserve, Mutual 

Assessment or Fraternal Life Companies, Associations or 

Orders. ‘ ‘ 

Temporary money advanced on strictly private 
arrangements. 

All communcations held personal and confidential. 

Address J. L. MITCHELL, 604 Masorifé Temple, Chicago, Ill. 





WOODWARD & FONDILLER 


Joseph H. Woodward, F. A. S. 
Richard Fondiller, 
Member of the New York Bar 


CONSULTING ACTUARIES 


Examinations and Audits in all Branches of Insurance 


43 Cedar Street, New York 


FREDERIC S. WITHINGTON, F. A. I. A, 
CONSULTING ACTUARY 


402-404 Kraft Building 
Telephone Walnut 3761 


Des Moines, lowa 











A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, lac, 


“Life Insurance Service” 
10 So. La Salle St. Chicago, Ill, 
20 Years’ Experience Backs Our Service” 

















BE 
LEO H. WALDMAN 
— re 


3 Cedar St. \\ 





New York 


[eASUALTY INSURANCE 





Help Wanted 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 








W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 


75 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 











. 


WANTED 


A small well establish- 
ed company would like 
to secure an assistant 
actuary. Please state 
age and experienice. 


Address ‘‘Equitable”’ 
care THE SPECTATOR, 
New York, N. Y. 


PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 








JAMES*H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes, 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
165 BROADWAY :: NEW YORK CITY 








FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


AHlume-Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, lowa 








GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 








JULIAN C. HARVEY, F.A.I.A. 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 








256 BROADWAY NEW YORK 
T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA, 

















Actuarial 








MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 








JNO. A. COPELAND 


Consulting Actuary 
JAS. R. COTHRAN 
Associate 


322 HURT BLDG. ATLANTA, GA. 








F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Acceuataats 
THE BOURSE PHILADELPHIA 














T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 








ABB LANDIS 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 


Associate Actuary 





\\ J 


1\ 





Wh 











WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Building 
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Life Insurance 








Actuarial 
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eC 


SAMUEL BARNETT 
CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 





_ 





L.A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South LaSalle St., Chicago 


Successors to 
Marcus Gunn, Consulting Actuary 

















Examiners and Adjusters 

















Tel. John 1114-5 
CASUALTY ADJUSTMENT BUREAU 


90 William Street New York City 
Thos. Galbo, Genl. Mgr. 

RELIABLE — INVESTIGATIONS AND ADJUST- 
MENTS BY EXPERTS — QUICK SERVICE — OUR 
REPUTATION is based on - performances—Weshow 
results. Send for booklet of references. Liability, Com- 

nsation, Auto, Fire and Theft, Collision, Property 
amage, Admiralty, Subrogations, Personal Accident, 
Burglary, Plate Glass. 














Insurance Attorney 











Tel. Rittenhouse 2289=90. 
ACCIDENT ADJUSTMENT BUREAU 
1318 Stephen Girard Bldg. Philadelphia 
Frank R. Ambler, Gen. Mgr. 


Experienced Investigators and Adjusters—Lia- 
bility, Property Damage, Collision, Auto, Fire, 
and Theft, Burglary, Plate Glass, Compensation. 














Statisticians 











Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
of the highest type, because of thorough 
familiarity with Insurance Department 
and supervising boards’ requirements. 
Reinsurance and Cancellation schedules 
prepared promptly and accurately. Rates 
reasonable. Results most satisfactory. 


Phone: ASHLAND 7358 
153 Fifth Ave., New York City 














SUN INDEMNITY HAS NEW MANAGER 
Alfred J. Hodson Resigns from Fidelity and 
Casualty to Join Metropolitan Force 
Early in January, Alfred J. Hodson, who 
was recently appointed, will take up his new 
duties as manager of the metropolitan office 
of the Sun Indemnity Company. Mr. Hodson 
was named for the position because of his ex- 
perience in the casualty and surety lines, and 
he will organize his forces in order to start 

work along these lines immediately. 

Having served a thorough apprenticeship 
with the Frankfort, the Empire State Surety, 
the United States Casualty and the Aftna, Mr. 
Hodson joined the Fidelity & Casualty in 1917, 
and finally became assistant manager of the 
metropolitan office of that company. Under 
his direction, the premiums on business’ in- 
creased greatly, and it is from this office that 
Mr. Hodson goes to his new position as man- 
ager of the metropolitan branch of the Sun In- 
demnity. 


American Mutual Live Stock, Springfield, 
Hil. 

The above-named company is now writing in- 
surance on horses, mules, cattle, dogs, hogs and 
sheep, having begun business early this year 
upon the mutual plan. Its officers are A. C. 
Littlejohn, president; R. S. Littlejohn, vice- 
president, and H. P. Mohay, secretary and treas- 
urer. The company has an elaborate hog policy 
form, under which it provides veterinary ser- 
vice. It also has a regular schedule of weights 
to be applied to hogs insured at pork price, 
showing the gain allowance for each ten-day 
period. —— 
Travelers Indemnity Figures 

The 1922 statement of the Travelers Indem- 
nity Company of Hartford shows that dur- 
ing the year just passed its total premium re- 
ceived amounts to $8,300,000 and its total in- 
come was $8,800,000, representing gains of over 
$300,000 in each item. 

Clayton Platt Retires 

Clavton Platt has retired from the New York 
firm of Platt, Fuller & Co., which specializes in 
marine insurance. He has been identified with 
the Insurance Company of North America’s 
New York marine agency for forty-nine years, 
and is a son of the late Charles Platt, former 
president of that company. 


Educational Plans 
(Continued from page 13) 

Dr. Granville has been president of Penn- 
sylvania College for twelve years. He was 
formerly professor of mathematics in Yale Uni- 
versity, is a member of Sigma Xi, honorary 
scientific society, the American Mathematical 
Society and the American Association for the 
Advancement of Science. He has written many 
textbooks on mathematics, one of the best 
known being his “Calculus,” which has nation- 
wide use among universities and colleges. He 
has recently published a book entitled “The 
Fourth Dimension of the Bible.’ He is also 
president of the Insurance Economics Society 
of America, of which C. H. Boyer is chairman 
of the executive committee, and the leading 
spirit. Dr. Granville will give considerable time 
to the work of this organization, which has per- 
formed a big service in connection with social 
health insurance and other publicity and educa- 
tional activities, and which is being financed by 
nearly one hundred insurance companies. 

The casualty department of the National Life 
will not only conduct an active educational de- 
partment with a regular school, but, in addition, 
a correspondence school for those who are not 
The courses 
will be largely compulsory and will take in all 
branches of business written by the casualty 
department, beginning with the weekly life, 
health and accident department. 

Mr. Boyer gives considerable of his time to 


able personally to attend classes. 


educational work, being a trustee of two col- 
As the 
work of the educational department will be 
thoroughly organized and officered, it will serve 
to set the pace for larger activities in this con- 
nection, not only with the National Life, but 
with other insurance companies and the busi- 
ness as a whole. 


leges and one theological seminary. 


$5,000,000 PUBLIC OFFICIAL BOND 
Fidelity and Deposit Company Claims 
Largest Single Coverage of This 
Kind 

Through its Illinois State department, the 
Fidelity and Deposit Company recently pro- 
vided a $5,000,000 bond covering Benjamin 
Franklin Coffman, tax collector for Marion 
county, Illinois. The claim is made that this 
is the largest public official bond ever issued 
to a single officer, 





a Home Office. 





MEDICAL DIRECTOR WANTED 


Rapidly growing life company in best city in middle west has unusual 
opportunity for ambitious, energetic and well educated medical man who 
has had experience as Associate Medical Director or in similar work at 
Full time arrangement. 


Address Box 80, care of THE SPECTATOR, P. O. Box 1117, New York City 
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Art Metal Steel Shelving is ideal for 


storing stationery and office supplies. 





Steel shelving that saves 
space and money 


T saves space because built compactly of steel. It saves money 
I because, in addition to low first cost, it never wears out and can be 
moved, added to or taken down and rearranged without loss of a 
single bolt. Art Metal Steel Shelving is composed of standard unit 


parts. This means: 


1. You can build around doors, windows and under stairways. 
Utilize any available space. 
2. You can form cupboards by adding sheet uprights, backs or 
doors. 
Art Metal Shelving is adaptable to every storage need from stationery 
to heavy castings or automobile tires. All sizes in stock ready for 
immediate shipment. 


Write for interesting booklet 
on Art Metal Steel Shelving 


re (Nata 


JAMESTOWN, NEW YORK 





World’s largest makers of steel office equipment 




















The Art of Insurance 
Salesmanship 


Number 4 of 
William Alexander's 


Educational Series for Life In- 
surance Agents 


Full of Instructive and Enter- 
taining matter 


PRICES: 
SINPIO CODY is she. a0 aietare!aiecceiarets $ 2.00 
OP COPACS 6 a5 5: oa: so sce'st pret dcel tal ers 47.50 
BON Re aieresi especie aecueeals ae 90.00 
MOO; So cscuitmecneescaus ee 
a 88 eg clarreenai binereierte | 
BOO! | A eccawannennnteere. SORE 


THE ART OF SELLING 


A Practical Handbook by 
JOHN S. TUNMORE 


For the Use of Insurance and 
Other Salesmen 


Warns of Pitfalls; Stimulates; 


Inspires 
PRICES, SILK CLOTH BINDING 
SINGICICOPY 3. s..cccs ccc. SEM 
ZOCODICS = 65 acdc cca caves | Meee 
57) Ll hae renee cote Orr irae were te 62.50 
MO exe co hues i oe 
POO 8S a yraarscchereavetneni sel ea ee 
BOS 65 ee alia wharestecistetan cere RO 


It is seldom that life insurance 
men are privileged to secure new, 
helpful books from two such well- 
qualified authors. One of them, 
Mr. Alexander, is a company exec- 
utive in charge of the education 
and instruction of agents, and in 
close daily touch with agents; he 
knows their needs and their ex- 
periences. The other, Mr. Tun- 
more, is a great personal producer, 
as well as a successful director of 
agents—one who can not only sell 
insurance himself, but tell others 
how to do it. 


Both of these books are pub- 
lished by 


THE SPECTATOR COMPANY 


Cuicaco OFFICE: 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORE 
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WE WANT AGENTS 
to push our five-point-nine policies. 
Excellent Iowa territory and liberal 
e contracts for men of good reputation. 


“THE COMPANY OF CO-OPERATION” 
THE DES MOINES LIFE & ANNUITY CO. 


Home Office—Register Tribune Bldg.—Des Moines, lowa 





HOME LIFE INSURANCE COMPANY 


New York 
WM. A. MARSHALL, President 


The 62nd Annual Report Shows: 
Premiums received during the year 1921 


Payments to Policyholders and their beneficiaries in Death — 
Claims, Endowments, Dividends, Etc.................. 4,740,340 
Amount Added to the Insurance Reserve Funds............. 2,121,307 
Net Interest Income from Investment...............eee0c 1,964,050 
—— in vane of the amount required to maintain the 
serve 
Actual mortality experience 53.44% of the amount expected. 
Somusanee EE NONC sacocodcacedcnadecseedaccuvasucrne.. $223,116,887 


Admitted Assets 


FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents 
50 BROADWAY NEW YORK 

















PHCLN ; ASSURANCE COMPANY 
LIMITED, OF LONDON 
(ESTABLISHED 1782) 
AUTOMOBILE—USE AND OCCUPANCY—TORNADO—SPRINKLER 
LEAKAGE—EXPLOSION AND RIOT, AND CIVIL COMMOTION 


HEAD OFFICE FOR THE UNITED STATES 
100 WILLIAM STREET, NEW YORK CITY 
PERCIVAL BERESFORD, Manager 











CALEDONIAN INSURANCE COMPANY 
OF SCOTLAND 
Founded 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 
U. S. Head Office: ; 
CALEDONIAN BUILDING 50-52 Pine Street, N. Y. City 
CHAS. H. POST, U. S. Manager 
R. C. CHRISTOPHER, Assistant U.S. Manager 














GREAT REPUBLIC LIFE INSURANCE COMPANY 


Los Angeles, California. 


CAPITAL, $500,000 FULLY PAID 


GREAT OPPORTUNITY 
FOR LIVE MEN 
H. S. Bridgewater, 1951-52 Railway Exchange Bldg., St 
Louis, Mo., Manager Missouri and Kansas. 


J. R. Railey, 401 Dallas County State Bank Bldg., Dallas, 
Texas, Manager Texas, Oklahoma and New Mexico. 


W. H. Savage, Vice-President and Agency Director. 








AGENTS WANTED 


To sell an unrestricted Accident and Health policy costing 
$9.00 quarterly. Covers every disease aid every accident, 
Libe: al commission paid to live produce 5. 


CENTRAL BUSINESS MEN’S ASSOCIATION 


H. G. ROYER, Pres. 
C.O. PAULEY, Sec’y. & Treas. 


Westminster Bldg. 
CHIC“’GO, ILL. 


EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in the states ot 
Ulinois and Missouri with direct Home Office contracts. Libera! 
policies. 


CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 
Clarence J. Daly, President 








DENVER, COLORADO 








Equitable Life Insurance Company 
of the District of Columbia 
ORDINARY AND INDUSTRIAL 


Established in the District of Columbia, West Virginia, Ohio and 
elaware 

President 

Vice President ‘ e 3 ‘ - 

2nd Vice President (Agency Supervisor) . 

Secretary : ° . . e 

Actuary ‘ = . 


cHENRY P. BLAIR 

-. JOSEPH SANDERS 
WILLIAM A. BENNETT 
‘ ALLEN C. CLARK 
. GILBERT A. CLARK 


Main Office, 816 14th Street, N. W., WASHINGTON, D. C. 
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THE MUTUAL LIFE 0# ILLINOIS 


HOME OFFICE: 
SPRINGFIELD, ILL. 


An ‘Old Line’’ Legal Reserve Company 
issuing all the standard forms 
of policies. 


Good territory in Illinois still open. Will 
be pleased to hear from anyone interested. 


























YOUR CHANCE 


To become Supervisor in Connecticut for a 
young life insurance company; one of the 
kind where personality and hard work will 
receive a visible reward. 


Address P. L. care of THE SPECTATOR, Box 1117, 
New York City. 





Industrial Life and Health 


Insurance Company 
Home Office: 91-98 Walton Street, Atlanta, Ga. 


Insures men, women and children against loss by 
sickness, accident, death, all under one peew 
Premiums 5 cents to 50 cents per week. 


JOHN H. McEACHERN, President 
R. H. DOBBS, Ist Vice-President 
S. C. McEACHERN, 2nd Vice-President 
I. M. SHEFFIELD, Secretary 
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AGENTS BRIEF 





SMAQOU 4YMmM< Ween 
AQOOWOSZr> Il wHezmoap 


CONTAINS RATES. DIVIDENDS, NET COST, DE- 
FERRED DIVIDENDS, CASH SURRENDER VALUES 
AND OTHER INFORMATION REGARDING PRINCI- 
PAL FORMS OF POLICIES OF NEARLY 150 LIFE 
INSURANCE COMPANIES 


WHAT LIFE OFFICIALS SAY ON THE 1922 EDITION 


“Is a source of much valuable information.” —C. E. Linz, Vice Pres. Southiand Life 

“You have succeeded in getting a tremendous amount of information in this little 
book. It will be very helpful to Life Insurance Salesmen.”—M. Rorucuitp, Presi- 
dent Sun Life. 

“T wish to compliment you upon its appearance, convenient size and shape. 
have noted improvement from year to year."—E. W. Hutitwec, Asst. Secretary, 
North Western National Life. 

“We have been using it for several years and cor + it invaluable to the insurance 
man.”—J. BLenuan, Supt., Life Insurance Co. of } 

‘It is superior in every respect to previous editions via will prove of valuable aid 

i. men in the field.”—J. C. Burrinero~ President, Guarantee Fund Life. 

“It is a mighty convenient little book containing in compact form a fund of valuable 
data almost ener to a life insurance man.”—A. M. Jounson, President, Nat’! 
Life of U.S 

“T think i. suis general agents and other assistants should havea copy of this. 
E. W. Spicer, President, American Bankers Life. 

“It is certainly a wonderfully complete publication ””—Arruur F. Hau, Vice 

resident, Lincoln National Life. 

“This little book seems to be complete in every detail and carries information which 
will be of value to agents generally.’”—C. W. Goup, Treasurer, Jefferson Standard 
Life. 

“Is"an indispensable reference book for the Life Insurance man.”—D. G. C. S1N- 
Learn, Manager, Metropolitan Life. 

“Is a publication which will not only be useful to agents but to all actuaries and 
none office officials.” —Henry Morr, Second Vice President, Home Life. 

“The additional data coupled with reduced width and thickness makes it in my 
opini on more valuable than any of the previous editions and this feature makes it 
especially attractive to field men.”—W. L. T. Rocerson, Vice President, Life Insur- 
ance Co. of Va 

“The manual is complete and any -" 1e seeking insurance data ought to have no 
difficulty finding it in this little manual.” —E. G. Summons, Vice Pres, Pan-American 


” 


“It has so many good features it is almost impossible to put one’s finger on the 
most valuable one.”—J. J. Morrarty, Second Vice President, Missourt State Life. 

“It is a very compact little booklet and should be of considerable value for refer 
ence purposes to the men in the field.” —-T. L. Hansen, Vice Pres., Guardian Life. 

“Tt strikes me that it is “multum in parvo” so far as an agents equipment is con- 
cerned, and we shall vote the Life Agents’ Brief, the premier serviceable agency en- 
cycle opedia.’ ’—J.M. McGinnis, President, Eureka Life. 

‘All live men in this line of business should have a copy of this little book for I am 
sure it would help any man to succeed.”—E. W. McCarn, Superintendent, Life and 
Casua ty Insurance Co. of Tenn. 


Flexible binding, India bible paper, 508 pages; size 
24%x6x %. Price $2.00; reduced prices in quantities. 
ORDER NOW. 


THE SEPCTATOR COMPANY 


ARE YOU FITTED TO BE A 
MANAGER? 


A high grade life insurance man who wants a chance 
to improve his position and prospects will do well 
to correspond. 

The C *°PANY is an old established one of high 
reputation and operates in accord with insurance 
law of New York State. 

The ‘TERRITORY is Milwaukee and Southern 
Wisconsin in which we are not represented. 


IT SR EPRICE. NPE NO NEN NEE 9 


The CONTRACT is a liberal one with allowances, 
and the FUTURE is BRIGHT for the RIGHT 
MAN. A Home Office official will arrange con- 
LEact. 

If you think YOU are the man for this job state 
your qualifications and business experience, your 
age and your references. 

All applications will be treated in confidence. 


Address Supt. of Agents, care of 
THE SPECTATOR 

















FIELD PRACTICE 


AN INSPECTION MANUAL 
For Property Owners, Fire Departments and Inspection Offices 
New Edition—1922 

This well-known pocket manual is a standard guide in relation to common fire 
hazards and their elimination or reduction, and also as to 

Fire Protection and Upkeep. . 
The general subjec ste wi..ch are treatedin much detailin this valuable book, are: 
Lighting Hazards—Heating Hazards—Miscellaneous Stationary Heating Devices Requiring 
Special Tr eatment—U: ommonly Found Miscellaneous Hazards—Power Hazards—Chemicals, 
Paints and Oils—S-ontaneous Iynition and Dust Explosions—Care and Maintenance— 
Chimneys and Flues in Dwellings —Dwelling House Hazards—Automatic Sprinklers—Water 
Supplies to Automatic S Sprinkler Systems—First Aid Fire Appliances—Fire Protection in General 


Price per copy in substantial binding, $1.50 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 























CHICAGO NEW YORK 











TO SUCCESSFUL LIFE INSURANCE ie 3 
The Gicat-West Life has room in various territories for industrious agents—men of zeal and hard-work 
ability who can produce results. To such the Company offers most inviting propositions, # 
* policies and service, which, year after year for many years, have built up the largest volume of neril i; 
business in Canada written by any Canadian Company. The business in force of the Great-West Life“) 
hi 13 been consistently double d every five years since commencement—from $862,200 in 1892 to well over © 
312,800,000 in October 1922 
Address all applications to the Great-West Life, Offices at Detroit, Mich., Minneapolis, Minn. ‘mS 3 
Hatcher Bros., Fargo, N. D., or : 
THE GREAT-WEST . ASSURANCE COMPANY 


WINNIPEG 





Kansas’ Greatest Life Insurance 
Company 


Announces a wonderful new line of Policies with what it be- 
lieves the most complete and remarkable rate manual ever 


offered the Insurance Solicitor. 


The Farmers & Bankers Life Insurance (0. 


Home Offices Wichita, Kansas 
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